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The Butterick Trio 

* Comprising 

The Delineator 
15c,—$1 year 

The Designer 

10c.—60c, year 

New Idea Woman’s 
Magazine 
5c.—50c. year 


| Reaching 1,600,000 
| liomes 

y About 10,.C00,000 
i Prosperous Readers 


B—Women who do their buy- 
ing in Retail Stores and 
0 gf for their Homes, 
amilies, Children, 
and for them- 
Ives......‘‘The Cream of 
s00d Customers in Amer- 
$ca”’......A group of con- 
umers whose patronage 
lone is enough to assure 
he success of any good 
article. Your advertisement 
printed 1,60c,coo_ times 
m one issue of the 
Butterick Trio reaches 
more , and costs you 
far less, than you could 
printifor yourself and dis- 
tribute to readers of equal 
responsiveness and bu ng 


heir 


q 


) costs you 
c. per reader. 

Pett chowctinet 2550) 
costs you about 1 lc. 
per reader. 


| W. H, BLACK 


Mgr. of Adv 


} | Home Office, Butterick Bldg. 
New York 


F. H. ee. 
: Western Adv M 
} First National Bank E Bldg. 
Chicago 








THE BUTTERICK TRIO. 
THE OLUNEATOR - THE DLSIGNER ~ NEW IDEA WOMANS MAGAZING 
SUTTERICH BUILOING, Hew TORR 


WH. Black, Manager of Advertising = 


To the manufacturer who has something 
to sell to women, The Butterick Trio pre- 
sents the largest group of sales possibilities, 
and the smallest group of buyers who repre- 
sent waste circulation, 


The reading pages of THE DELINEATOR, 
THE DESIGNER and NEw IDEA WoMAN’s 
MAGAZINE maintain a constant relationship 
with the advertising sections. 


By this method the woman in the drawing 
room, dining room, living room, sewing room, 
kitchen—wherever she may be—is brought 
into closest touch with the advertising that 
reflects her daily needs and desires. 


1,600,000 women subscribers represent 
practically an equal number of probable 
buyers for self, home and family. 

Butterick Trio reading pages stimulate 
woman to buy—appealing directly to her 
personal, family and her household senses 
of the practical and beautiful, 


The reading sections suggest the methods 
—the advertising pages present the means, 


Add to this the proved contention that 
women do go% of the buying for them- 
selves, their homes, and their families— 
And you have a coherent series of argu- 
ments proving that The Butterick Trio is the 
largest and strongest single power for busi- 
ness promotion in the world, 


Manager of Advertising 
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Second-Class Mailing Privileges Restored To . 


The Woman’s Magazine 








The Woman’s Magazine hasbeen granted formal re-entry at Second-class Rates and 
resumes reguiar publication commencing January, 1908, issue. Our circulation, to begin 
with, will be limited to 400,000 copies and advertising orders are accepted with the distinct 
understanding that we will prove that quantity to the udvertiser’s satisfaction. 


We have issued new advertising rate card showing rates that will be in effect for the 
January and February, 1908. issues only. $1.60 per agate line is the gross rate, with space 
discounts when 100 lines or more are used in a single issue. Usuai five per cent. cash dis- 
count will also prevail. 


Circumstances compel us to limit the new rates to the January and February issues. 
In granting us re-entry the P. O. Department has classified The Woman’s Magazine as a 
new blication, and our paid subscription list has been limited to those subscriptions 
—— 1 the aepartment holds to represent paid-in-advance subscriptions “ satisfactory to 
them. 


The Lewis Publishing Company maintains one of the largest and most successful sub- 
scription-getting organizations in the worid. Thousands of agents represent us in all parts 
of the country,and we have at our disposal facilities which will make it an easy matter to 
rapidly increase the bona-fide paid circulation of The Woman’s Magazine and restore 
the publication to the positio.. it occup:ed before the controversy with the l’ostoffice De- 

rtment—at the same time complying wita all requirements ve have inaugurated one 
of the biggest subscription-getiing campaigns that his ever been undertaken. and before 
the February issue is ready to go to press we will be ina position to pnt outa circulation 
greatly in excess of 400,000 copies, Azents in all sections of the country report thousands 
of subscriptions that they are Je rehge to send us just as soon as they receive the January 
issue and are in a position to show new subscrib rs and “ renewal” subscribers that the 
publication is to come out regulatly aguin. In addition, do not lose sight of the fact that 
the new Woman’s Magazine will be a greatly improved publication. Printed in beauti- 
ful colors on our big vew color press—its literary contents superior to those of en Fen 
cation circulating in the field that it covers—The Woman’s Magazine will now undoubt- 
edly be the most closely-read journal in existence. 


All of the above means that we will prove to advertisers using the January isste a cir- 
culation of not less than 400,000 copies and, while advertisers using February issue will elso 
y for but 400,000 copies, the circulation will undoubtedly be much greater than that. 
Rng subscription list of The Woman’s Magazine nas undergone the most exhaustive in- 
vestigutions that have ever been attempted by the !’.O, Department. These investigations 
have n spread over a period of some nine months, during which time we have been de- 
prived, by the resulting conditions, from utilizing our natural resources tor securing new 
mer ot peas In spite of all this—in spite of ail the pruning that has been done—we are still 
enabled to put out 400,000 copies to begin with under the new rultng limiting sample copies 
to ten percent. Any publisher can teil you that his heaviest expiration months are Janu- 
ary, February, March and April. for those months of 197 it is safe to say that The 
oman’s Ma azine had fully 375,000 expi:ations which, under the new postoffice reguia- 
lations, were eliminated when Pp toe ! was granted us. Our spiendid faciiities will enable 
us to immediately work over these 375,000 names, which cover subscriptions that expired 
from one to four months before The Woman’s Magazine suspended publication, and 
which do not yet know that they have been cut off, and from our own records of renewals 
received on expired subscription names, we believe that within thirty days we will secure 
225,000 new paid-in-advance subscriptions from this one source alone. 


While The Woman’s Magnsine must limit its circulation to 400,000 copies for Janu- 
ary. pending receipt of new subscriptions, it is only a matter of days until new subscrip- 
tions will be pouring in, and that is why we will be comp:lled to advance our ra es com- 
mencing with the arch, 1908, issue, and will issue new rate card in due time showing 


the new schedule of rates. . G Zz 

Forms for January issue - be; ‘orms for February issue close from 
January 15th to 2th. January uafy ip be promptly mailed at second-class 
rates. 


The new Woman’s Magazine, imbued with the spirit that wins and backed up by the 
corfidence aud material + rt of its faitpful subscribers, offers reliable advertisers 
advertising value that canno' duplicated anywhere at the rates asked, The February 
issue, with the increased circulation that is ease é@ fellow the distribution of the January 
number, will be a timely and valuable mediuwefor neail-order advertisers, as well as adver- 
tisers selling through dealers, who want t6}-§¢¢ the rich field outside of the big cities 
which The Woman’s Magazine reaches.ccce « 


The Lewis Publishirig.Company 
CAL. VA 4 enbiaiZ Aayerti pin: e sacs > 
University es Ad raise Meme ager 


Chicago Office: New York Offices 
1700 First National Bank Ruilding 1703 Flat Iron Building 
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VoL. LXII. 


A FEW WEEKS WITH JOHN 
BULL. 





First Paper. 





Of course, the first thing an 
American in London wants to see 


is some of the famous British 
conservatism. That, and _ the 
Times. 


You begin by asking the young 
woman at the hotel office for the 
Times, She refers you to “Boots.” 
There is hauteur in her manner— 
an aloofness, an abstracted dis- 
dain. It will appear when you 
ask her for stamps a little later, 
and every time you ask her for 
anything except your bill. The 
young woman at the desk thor- 
oughly snubs a green Yankee 
until she has driven into his men- 
tality some idea of the way a 
British hotel is organized and 
run. The young woman at the 
desk didn’t organize it, and 
doesn’t run it. “Boots” is the 
man. “Boots” in his gorgeous 
livery, with brass epaulets and 
Jubilee medals, rivaling Sousa in 
full kit he is the synonym for our 
imperial 
young woman is only an antonym. 
When you registered, doubtless 
you passed “Boots” by as a mere 
porter. But he runs the front of 
the house, and half upstairs, 
and. the cab service for a block 
around. He embodies in his 
single self a baggage transfer 
company, a jobmaster, a branch 
postoffice, a news-stand, book- 
shop and storage warehouse. 

So you go to “Boots” and ask 
for the Times. 

“Yes, sir—the London 
sir?” 

“The London Times.” 


Times, 


NEW YORK, January 1, 1908, No. 1. 


“We shall have to send 1“ for 
it; eins 

“All right—send out for it.” 

“Yes, sir—it will be threepence, 
sir.’ 

“Well, here’s threepence.” 

“Boots” takes the big coppers, 
and cross questions you again to 
be certain that it’s the Times, 
published in London, price three- 
pence, that you really want, and 
having got a clear understanding 
to start from, you gavin to break- 
fast. 

London has many daily papers, 
and all are displayed and on sale 
except the Times. The latter, 
however, goes almost exclusively 
to subscribers who not only take 
it in by the year, but who have 
doubtless been taking it in since 
it was established in 1788 

“Boots” calls an assistant in liv- 
ery, who pockets your money and 
hurries down to the Home Office, 
in Whitehall. It is still rather 
early. But the Right Honorable 
Herbert John Gladstone, M. P., 
Principal Secretary of State for 
Home Affairs, is already in his 
cabinet, and ‘for this very pur- 
pose. The Home Secretary is a 
medium between the British Sov- 
ereign and His people, and keep- 
er of the King’s peace. He ex- 
ercises the prerogative of mercy, 
and enforces rules made for the 
internal well-being of the United 
Kingdom. 

Your application for the Times 
is presented to the Home Secre- 
tary, and he weighs it, approves 
it, and issues a formal order. 
“Boots’s” assistant takes the latter 
and hurries on to Printing House 
Square. And there they print one 
more copy of the Times—for you. 

It comes back to the hotel. 
You are still at breakfast—for 
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‘they do these things as quickly as 

they do them quietly (and in- 
evitably) in England. .And then 
you get the value of your money 
—for, of course, you won't be 
able to. read the Times. That 
would be foolhardy, and likewise 
unnecessary, and if one did it 
three mornings hand-running it 
would bring on indigestion, or 
ptomaine poisoning. No, the real 
return for threepence is having 
the paper carried about the break- 
fast-room, from table to table, 
with the query, in quaint idiom, 
“Are you the gentleman who is 
sending out for the Times?” It 
makes the grand circuit before 
they find you, and so every person 
in the room is aware‘that you are 
the party who pays threepence for 
the Times,and many steal glances 
at you covertly, and with awe. By 
that time you have got ‘all the 
news to be had in London out of 
the Express, or some _ other 
ha’penny sheet. You can take the 
Times up to your room and wrap 
washing in it—no newspaper in 
the world is printed on so large 
and strong a sheet of paper. 

Then for British conservatism. 

Every American who has been 
to London speaks of this, and 
puts emphasis on his explanation 
that only those who have been 
there can possibly comprehend it. 
The Lord Mayor in his robes of 
state, handing over the City keys 
to the King. He is a type of it. 
That public-house up in a pro- 
vincial town that has had a 
liquor license 540 years running. 
Another instance of British con- 
servatism. Everything old, staid, 
unchanging that can be seen in 
the Englishman’s environment is 
employed by the returning Yankee 
as a symbol to picture the staid, 
unchanging elements in the Eng- 
lishman’s inner nature. He does 
his best to make it plain, this re- 
turned Yankee. Yet he has to 
apologize for his description and 
admits that it falls far short of 
the real thing. 

From this side of the ocean we 
look at the Englishman’s news- 
papers, and wonder what's the 
matter with him. His advertising 
copy, from our viewpoint, is dull, 


long-winded, fearfully indirect. 
We read his. advertising journals, 
with their placid accounts of 
what is going on over there, and 
find it difficult to believe that any- 
thing is going on. 

“Why does he do things this 
way?” asks the American adver- 
tising man who has never been to 
London. “England is a venerable 
country, I know, but good lord! 
aren't the people over there 
human? Couldn’t John Bull get 
a club, and sail into old Con- 
servatism, or Tradition, or what- 
ever it is that holds him back?” 
And again the returned Yankee 
has to insist, “It can’t be ex- 
plained—you must come in actual 
contact with it.” 

So the American newly arrived 
in London expects to see marvels 
of conservatism, just as the Eng- 
lishman in America expects to see 
Indians. An Englishman so con- 
servative that grass grows on 
him, and a tree rooted in his top- 
hat—this would be up to the 
American’s anticipation. 

Now, it takes but a few days 
of London business life to con- 
vince an American that “con- 
servatism” is too dignified a word 
for what ails the Englishman. 

The thing ought to be ex- 
pressed by the word “cAwn’T.” 

For one hears “cAwn’t” at 
every turn. The retailer, in his 
two-by-four shop, assures you 
that such an article might go very 
well in America, you know, but 
really you CAWN’T try it on our 
people—they wouldn't ‘ave it, sir! 
The Trade worries about com- 
modities that CAWN’T be put be- 
fore the consumer. The manu- 
facturer warns you that you 
CAWN’T, and makes his goods by 
that formula. 

What really lies behind it all? 

Almost nothing. 

The British consuming public 
is veritably composed of ordinary 
human beings. Wages are low, 
and agriculture more or less re- 
stricted, so two of the greatest 
consuming classes with us are, in 
England, not to be depended upon 
to the same extent as in America. 
But the classes that do have 
means are liberal enough in their 

(Continued on page 6.) 
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Once there was a girl who had two 
suitors; one called once a week and the 
other once a month. The weekly caller 
married the girl before his monthly rival 


had fairly gotten under way. 


The moral of this history is that the 
frequent caller gets what he is after, 


whether orders or a marriage certificate. 
THE SATURDAY EVENING Post calls 
every week—is welcomed by four mil- 


lion people, and has a wonderful record 


of successful suits. 


THE Curtis PUBLISHING COMPANY 
PHILADELPHIA 


NEw YorK Bosron CHICAGO BUFFALO 
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expenditures. Homes are larger, 
and life centers in them among all 
classes. A magnificent trade or- 
ganization covers the whole King- 
dom, and despite its negative at- 
titude toward novelties, it has been 
amply demonstrated that a new 
merchandising enterprise with 
real vitality will be backed up. 
There seems to be little that is 
fundamentally different in British 
conditions. As for national char- 
acter, the British consumer is not 
nearly so conservative as his pur- 
veyors believe him to be. Manu- 
facturer and trader are simply not 
reaching the consumer, that’s all. 
In every retail shop one finds 
goods packed as we packed them 
twenty-five years ago, and usually 
weighed out in bulk.  Assort- 
ments in every line are limited, by 
our standards. The consumer's 
home is crude when it comes to 


modern conveniences. His busi- 
ness is done crudely, with few 
labor-saving devices. His cloth- 


ing is crude in everything but 
quality of materials. In groceries 
and drugs the preparations are 
often old-fashioned, so that an 
American can hardly look into 
any shop without seeing gaps that 
ought to be filled with commodi- 
ties that have a universal sale in 
this country. 

Yet manufacturer and trader 
warn him that he cawn’t—that 
the British people won’t have it. 

But the British public will have 
it,and has demonstrated times in- 
numerable the past five years that 
it will, and the whole success of 
the so-called “Yankee invasion” 
of England proves this. For our 
people have entered that market 
only in the most superficial way, 
and have succeeded there usually 
in spite of their own most careful 
preparations for avoiding success, 
and among the dozens of Yankee 
commodities now firmly  estab- 
lished in Great Britain there are 
few that have won a market on 
anything but staple demand for 
something good that had never 
been introduced before. 

Take “Force,” as an example. 
Occasionally, in riding on a rail- 
road, one still discerns a weather- 
beaten bulletin on some forgotten 


wall, rising like a ghost of the 
great advertising campaign that 
was inaugurated in England for 
this American breakfast prepara- 
tion. It is still quite generally 
believed in this country, and in 
England too, that “Force” failed 
because it didn’t appeal to the 
British palate. Recently, how- 
ever, an investigation was made 
by one of the American advertis- 
ing agents in London, and through 
a careful canvass of grocers he 
learned that John Bull liked this 
flake food very well indeed. But 
the high percentage of humidity 
in his climate ruined the prepara- 
tion when the box was opened— 
one morning John ate crisp 
flakes, that he liked, and next 
morning mush, that nobody could 
like. It only remains for some 
manufacturer to bring the flake 
breakfast food into line with Eng- 
lish climate—make it weather- 
proof. 

The American porcelain bath- 
tub has been so successful in 
England that many manufacturers 
there are now trying to approxi- 
mate the goods of the Standard 
Sanitary Manufacturing Company, 
whereas a few years ago, when 
the first samples were put on the 
market, they predicted that noth- 
ing would ever induce the Briton 
to give up his tub of painted tin. 
He likes the idea of bathing in a 
china dish, however. 

In the averagé English book of 
American impressions nothing 
comes in for more denunciation 
than our methods of heating. The 
English cling to fireplaces, even 
for cooking, in the belief that 
roasting one half the body while 
the other half is freezing, and re- 
tiring and rising in an _ out- 
door atmosphere, are somehow 
“healthy.” Few things.so appeal 
to the average Briton, though, as 
a house comfortably heated with 
American apparatus. Let him 
spend a week in such a home, and 
he willingly investigates hot 
water or steam apparatus. So 
all the manufacturer has to do in 
this line is educate him, and con- 
vince him by demonstration. An 
American company is doing this. 

And it is so in every line, 
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The British consuming public 
is not conservative at all. Its 
tastes are in many things simpler, 
to be sure, and its scheme of life 
is usually laid out more thriftily. 
The only condition that is wrong 
is the perpetual cawn’t of the 
purveyor, and even he is begin- 
ning to know better. 

Now, with a public like this, 
England offers an advertising and 


mercantile situation of a_ sort 
wholly unknown in our own 
country. 


Where our public are spread 
out over a vast continent, the 
forty-five millions of the British 
people live in an area slightly 
larger than New England and 
New York State, of which the 
latter approximates the area of 
England alone. To cover this 
territory with an advertising 
campaign it is not necessary to 
spread expenditure among many 
great dailies in cities like New 
York, Chicago, Philadelphia, 
Boston. For the London papers 
alone will almost do it, and a 
few of them at that. Five Lon- 
don dailies and five in provincial 
cities reach all England, it is said, 
and a good deal of Scotland, too— 
a total of thirty-five million peo- 
ple. It must be remembered that 
the great circulations of journals 
like the London Mail and Daily 
News are not confined to the 
metropolis, but go to every part 
of the Kingdom. At noon, for 
instance, the stereotype plates of 
Harmsworth’s Evening News are 
put on a fast train in London and 
arrive at Manchester in time to 
print a secondary edition. Man- 
chester is a distributing point for 
Scotland, Ireland and the North 
of England, making it possible to 
beat all other London papers in 
reaching those territories. A 
single page ad in one London 
daily, backed by a good selling 
scheme on American lines, has 
placed five cameras with each of 
300 provincial dealers, and the 
latter were so well aware of the 
national distribution of that single 
newspaper that they ordered the 
cameras in advance and paid to 
have their names and addresses 
appear in the ad. Thus a national 


distribution was secured at an 
outlay less than $1.500. A three- 
months’ billboard showing of 
sixteen-sheet posters in London 
costs about $6,750, while $5,000 
will give a three-months’ pro- 
tected display in Liverpool, Man- 
chester, Birmingham, Leeds, 
Sheffield, Edinburgh and Glasgow, 
with an aggregate population be- 
tween four and five millions. 
Fancy posting an equal population 
in this country for any such 
period at equal cost, 

England alone, with London at 
its center, is territory tempting 
enough. The Englishman is un- 
doubtedly the best prospect tem- 
peramentally, and he has the 
most money, and is most acces- 
sible. Scotland is mighty. But. 
its population is only five millions, 
and as a London advertising man 
put it, “The Scotchman has a 
most unpleasant habit of reason- 
ing before he spends anything, 
and that makes him unresponsive 
to advertising appeals.” The 
lrishman is pro-American when 
it comes to buying, and a splen- 
did fellow to boot. But there are 
only five million of him, too. And 
he doesn’t always happen to have 
money. 

How about American copy in 
England? 

How far can Yankee methods © 
be adapted? 

What would happen if an ag- 
gressive agent, knowing both 
countries, set a typical American 
selling plan at work on this con- 
servative trade? 

These things have all been tried 
over there on a small scale, and 
successfully, too. They will be 
tried again and again within the 
next five years, and with as good 
results, where intelligence gov- 
erns. For John Bull is to-day 
genuinely interested in Yankee ad- 
vertising methods. He doesn’t 
readily admit it in public. But 
he will privately, and likes to dis- 
cuss them with a competent ad- 
visor. 

It must be remembered that the 
Englishman’s_ distrust of our 
methods is really a distrust of 
what is noisiest, shallowest, 
worst and probably least profit. 
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able. The fundamentals of Amer- 
ican advertising are not under- 
stood. John Bull always infers 
that advertising by Yankee meth- 
ods means pestering people, and 
that Yankee copy must neces- 
sarily be “smart.” It is well to 
bear in mind, too, that he got 
these opinions chiefly through 
watching some conspicuous Amer- 
ican failures in London, rather 
than from a study of our adver- 
tising as it is at home. The most 
famous case that occurs to his 
mind when one says “Yankee 
methods” is that of the premium 
scheme worked by Americans in 
connection with a London daily. 
It was a scheme so good that 
probably no American newspaper 
publisher would have hesitated 
to adopt it. It succeeded in Eng- 
land. But when it had run its 
course, these same promoters sad- 
dled a wholly different premium 
scheme on the same newspaper, 
one that probably no American 
publisher would have sanctioned; 
and it is generally thought to-day 
in England that this second 
scheme has hurt the newspaper in 
question far more than the first 
helped it. 

British advertising copy is a 
truly queer study. 

An American newspaper editor, 
many years in Fleet street, says 
that he remembers only two or 
three cases where American news- 
paper reporters have been suc- 
cessful and made _ permanent 
places for themselves in London, 
though hundreds have tried. A 
Yankee reporter, somehow, never 
loses his desire to ‘do stunts,” 
whereas the whole temper and 
habit of the British press and 
British people is opposed to them. 

Cut the “stunts” out of Yankee 
advertising copy, and learn to 
write the distinctive British lan- 
guage, and it would probably be 
safe to go great lengths in adapt- 
ing American methods to British 
conditions. 

The British language is easy— 
a matter of different names for 
things, that is all. Instead of 
“livery-stable” the Englishman 
says “job-master’s,” instead of 
“clerk” in a retail store, he says 


“assistant,” and so forth. There 
are hundreds of these differences, 
however, and they must be closely 
watched, or copy may be actually 
unintelligible to British readers, 
as in the case where an American 
house advertised “shoes” when it 
really had “boots” to sell. 

Paul E. Derrick said recently: 
“British thought is slower and 
more ponderous in its movement 
than American; the operation of 
reasoning is more profound and 
action ‘results from a fuller an- 
alysis of argument than is neces- 
sary in America. This _necessi- 
tates a more careful statement by 
the advertiser, a more thorough, 
but, to the American mind, a less 
luminous style of expression, To 
use musical terms, the American 


responds to a quick, nervous 
staccato, or detached style; the 
Briton to a _ slower, smoother 


movement resembling legato.” 
The present. writer recalls hear- 
ing the advertisements in an 
American magazine read aloud by 
an Englishman to his wife one 
Sunday in Southwark, and some- 
thing in the reader or the place 
made them absolutely boisterous 
in style and statements. It seemed 
as though the bobby in the next 
block might hear this rash stuff 
and raid the place. Yet the 
Englishman thought them mighty 
interesting, and it was easy to see 
that with a little toning down of 
positive statement they would 
have pulled business over there, 
Mr. Derrick holds that English 
advertising copy should give full- 
er analysis of argument. That, 
however, is precisely where most 
English copy is weak. For, what 
we know as “educational” copy 
has been hardly developed at all, 
and the typical British advertise- 
ment is laid out on “general pub- 
licity” lines. If a newspaper ad- 
vertisement, it will endeavor to 
say “Indispensable in every house- 
hold” in some unhackneyed way, 
seldom stating why. If a poster, 
the same thing will be told in a 
picture and phrase, usually com- 
bined to make a story that can be 
read at a glance, and preferably a 
humorous story. A typical British 
poster on the boards last summer 
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was one for a brand of beer. It 
showed an auto stopped in a 
country road, with the passengers 
pulling out hampers and diving 
into the mechanism. The phrase 
was, “Broke down? No—we can’t 
find our Allsops.” The London 
boards carry so many posters of 
this type that an American usually 
finds them quite a story book, All 
have a point, and it might not be 
too radical to assert that Ameri- 
can posters are pointless in com- 
parison. 

But true educational copy, giv- 
ing reasons, and “how to’ intor- 
mation, is still very rare in Eng- 
land. Some advertisers there who 
have thought about this feature 
of American advertising reject it 
on the ground that the British 
public doesn’t like to be told things 
as though it didn’t know them 
already. Not a very forceful ob- 
jection, however, when one re- 
members that no public in the 
world is so liberally supplied with 
shilling books of the “how to” 
variety. The writer purchased 
one on “How to Think” in Char- 
ing Cross road one afternoon, and 
in the next block saw a window 
filled with books, all on the same 
subject, and all sold for a shilling. 
There is no end to the volumes 


that pour from. the London 
presses bearing titles beginning 
“too Ways.” and “All About,” 


and ‘Everybody's Guide to,” etc. 
Their texts explain everything 
from reading character at a 
glance to dodging the income tax. 

An agent of long experience in 
London gives one very plausible 
reason for the lack of information 
in British advertising. Secrecy is 
the cause, he says—the inherent 
British desire to have as few peo- 
ple in one’s confidence as possible, 
and the love for planning business 
in’ a secluded board-room. A 
British manufacturing company 
makes an advertising appropria- 
tion, selects an agent, and then 
refuses to take him into its selling 
plans. 

Not long ago, for instance, a 
well-known English manufactur- 
ing company went over its sales 
records and found that its busi- 
ness had not increased in five 


years. This state of affairs in 
English commercial life is often 
regarded as quite satisfactory— 
‘We are making as much money 
as we want,” is the common 
philosophy. But the company re- 
ferred to found something dis- 
quieting—namely, that while its 
own sales had remaired station- 
ary, those of competitors’ had 
grown, showing that there was 
new business to be had. Finally: it 
was decided that better ways of 
advertising were needed, and the 
chairman came to London to find 
a new advertising agent. Ap- 
proaching one of the ‘most enter- 
prising agents there, he explained 
his case and asked for sugges- 
tions. 

“One condition you must bear 











When the newspaper that 


Tells Its Circulation 
Every Day 


makes the statement that it,has the great- 
est circulation of any two-cent morning or 
evening newspaper, such a claim can more 
easily be verified than that of a paper 
whose circulation is an unknown quantity. 

During the past year no other Chicago 
newspaper has made such continuous cir- | 
culation gains as has Tue Recorp- 
HERALD. 

Tue Recorp-HERALp is now delivered 
in more homes than any other two-cent 
English newspaper in the United States. 





Circulation for November 1907 


Daily — Sunday 
Exce8ding Exceeding 


154,000 223,000 
GAIN OVER 1906 


Daily Sunday 
Exceeding Exceedin 
8,000 16,000 


THE CHICAGO 
RECORD-HERALD 














Lincoln Freie Presse 
Lincoln, Neb. 
Actual Average 
Circulation 149,281 
Our biggest circulation is in the States of 
Iowa, Wisconsin, Minnesota, Nebraska, 


Illinois, etc., in the order named. All sub- 
scriptions paid in advance. Flat rate, 35c, 
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in mind, though,” he said, “and 
that is, while we may be willing 
to adopt your suggestions, and 
pay for them, you must under- 
stand that we shall on no account 


change our present advertising 
agent.” 
Did this indicate a_ sterling, 


British respect for an old servant? 
Not in the least! The company 
was simply afraid to let its pres- 
ent advertising agent go for fear 
he had learned some of the inner 
facts of its business—and the kind 
of advertising he was doing 
seemed to show that he hadn't 
learned anything. 

John Bull in business hasn’t 
much to conceal, but he thinks he 
has, and so, after appointing an 
agent and giving him an appro- 
priation, he lets him stand out in 
the street, as it were, and do the 
advertising. This is one reason 
why British advertising is what 
it is, and why some Yankees, go- 
ing direct to the British con- 
sumer with information; have 
been able to wholly disprove the 
stock assertions about the latter’s 
conservatism. 

Another thing that makes 
British advertising copy dull is 
lack of skill in the copy writers 
themselves. There seem to be no 
high salaries in London for the 
men who put the mere words to- 
gether. The British copy-man is 
evidently on a footing with those 
in America who work for an 
agency that imposes a time-clock 
0” writers and artists. There 
have as yet been no glittering per- 
sonal successes in copy-writing 
such as gave the craft its start in 
this country ten years ago. The 
British copy-man usually gradu- 
ates from a retail shop, and goes 
into an advertising agency with a 
fair knowledge of retail condi- 
tions, but a purely literary con- 
ception of writing. 

“If a London reporter sees a 
man bitten by a dog,” says an 
American editor, “it reminds him 
of something that happened in 
the time of Charles I. You can 
cut a New York reporter’s stuff, 
and something is left. But try to 


cut a London reporter’s screed, 
and you discover that it has no 


quick. Give him a subject to 
write about, and he starts by in- 
vestigating it in the days of Wil- 
liam the Conquerer.” 

Not to be too hard on him, the 
British advertising writer's stuff 
seems to have no quick either. It 
is involved with England's mighty 
history. It lacks the element of 
Now. It does not urge the read- 
er to act, but stands at his side 
and keeps silent, or tries to make 
him laugh. 

Would it stand more “ginger”? 

The English business man_ is 
horrified at the suggestion, and it 
is wise to give him credit for 
partly knowing his own people, 
at least. The effect of American 
“ginger” copy was amusingly 
shown not long ago when the lit- 
erary critic of the J/llustrated 
London News received, by some 
chance, a typical Roycroft note 
from Elbert Hubbard, telling him 
that a two-dollar book had been 
sent him on suspicion last year, 
and that now was the time to pay 
for it. This breezy missive end- 
ed with a postscript suggestion, 
“Come now, Bill, dig—cough up!” 

The critic gave nearly a page to 
a_ horrified essay on American 
flippancy ! 

Those in this country who like 
Hubbard's stuff best would prob- 
ably admit that it is not repre- 
sentative of American advertising 
methods, But John Bull thinks it 
is. And with that idea on one 
side, and his own staid methods 
on the other, he gets along slow- 
ly. He is hampered very greatly 
by lack of advertising men in his 
great manufacturing plants—the 
type of advertising manager who, 
with us, gets into the factory and 
works from the inside out, keeps 
in touch with goods from raw 
materials to selling, and who is 
half a sales manager in the bar- 
gain—such men appear to be al- 
most unknown in England, Even 
the English retail store that hires 
an advertising manager is likely 
to require him to type his. own 
correspondence. 

There are certain fundamental 
danger spots in the British con- 
sumer, too. With all the latter’s 
real open-mindedness it would be 
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foolhardy to approach him in cer- 
tain ways that are quite success- 
ful in this country. The matter 
of appearance in clothes, for ex- 
ample—the average Briton buys 
clothes to wear, and for no other 
purpose. His climate is against 
any excellencies of design or 
shape that clothes might have 
when he buys them originally. He 
builds a high wall around his 
home, and if the view out the 
back way happens to be best, he 
turns his house around with the 
rear to the street, and never gives 
a thought to appearances. So in 
copy it might be foolish to talk to 
him about wanting his clothes to 
look well, 

The manager of a great Lon- 
don department store tells of the 
failure of the London public to 
respond to an extra volume of 
advertising in daily papers of 
$15,000, spread over one year as a 
test. This was tried by Swan & 
Edgar, and failure is ascribed to 
the fact that Londoners have not 
yet become accustomed to  shop- 
ping by advertisements. Here is 
another condition to be taken into 
account, but one that shows no 
inherent conservatism in the 
British people. When all the 
London shops take large spaces 
daily--as they will undoubtedly 
within the next five years, helped 
on to it by Mr. Selfridge’s new 
store—there will be plenty of 
business for all. 

The British public is different— 
but not conservative. 

What passes for conservatism 
over there is the cAwN’T of manu- 
facturers and merchants, and 
even that is going out very 
rapidly. Jas. H. CoL.ins. 

CUMULATIVE EFFECT. 

Continuous advertising in banking 
builds up confidence in_ the public 
mind; the cumulative results are to be 
counted upon in bank _ advertising. 
Banks that have advertised persistently 
over a number of years find that their 
business shows a steady increase from 
year to year, and usually the increase 
of the last year is greater proportion- 
ately than for any previous period.— 
Bank Advertiser. 











Tue best time to advertise is when 
you want business.—Bagology. 





The presence of your 
advertisement in 


LIES’ WORLD 


would mean to overa 
million women readers 
that all you say there- 
in is thoroughly relia- 
ble, for they know that 
if it were otherwise 
the advertisement 
could not appear in 
this magazine, 
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Close Jan. 12th. 
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BUSINESS GOING OUT. 


_ The Amsterdam Agency, New York, 
is asking rates from newspapers on a 
steamship proposition. 


Nelson Chesman & Company, St. 
Louis are making 7,000 line contracts 
with newspapers for the Marmola 
Company, Detroit. 


Russell M. Seeds, Indianapolis, is 
making 1,000 inch contracts with news- 
papers generally for the Pine-X Com- 
pany, patent medicine. 


N. W.. Ayer & Son, Philadelphia, 
are sending out 1908 orders for the 
National Biscuit Company, 18 inch 
copy, 88 to 156 insertions to news- 
papers. 


Robert B. Reilly, New York, tea 
and _ coffee merchant, contemplates 
opening up stores in the larger cities 
of New York State and will advertise 
extensively in the cities where he 
locates. 


Arthur Cowee, Berlin, New York, 
the ‘Gladiolus’ specialist, will seek 
new trade through spring advertising 
in garden magazines, to be placed by 
the McFarland’ Publicity Service, 
Harrisburg. 


Lord & Thomas, Chicago, are send- 
ing out 50 line, double-column orders, 
3 insertions during show week in St. 
Louis, for the Spare Motor Wheel 
Company of America to newspapers in 
the southwest. 
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A Roll of Honor ) 





No amount of money can buy a placein this list for a paper not having the 


requisite qualification. 





Advertisements under this caption are accepted from publisners who, accord- 
ing to tne 197 issue of Rowell’s American Newsvaper Directory, have submittea for 
that edition of tne Directory a detailed circulation statement. auiy signed and datea, 
also from publishers wno for some reason failed to obtain a figure rating in the 1907 


Directory, but have since supplied a detailed circ 





t as described above, 


covering a period of twelve months prior to the date of making the statement, sucn state- 
ment being available for use in tne 196 issue of the American Newspaper Directory. Cir- 
culation figuresin the ROLL oF Honor of the last named cnaracter are marked WItN an (2 ). 





These are generally regarded the publishers who believe that an advertiser has a right 


to know what he pays his hard cash (or. 





The full meaning of the Star Guarantee is set forth in Rowell’s American 
Newspaper Directory iu the catalogue description of each publicatjon possessing 


it. No publisher who has any doubt that the absolute accuracy of 


8 circulation 


statement would stand out bright and clear after the most searching investigation 
would ever for a moment consider the thought of securing and using the Guarantee Star. 


ALABAMA. 


Birmingham, Ledger, dy. Average for 1906, 
22,419. Best advertising medium in Alabama: 


Mentgomery, Journal, dy. Aver. (906, 9,844, 
The.afternoon home newspaper of its city. 


ARIZONA. 


Phoentx. Kepubhican. Daily aver. 196,6,.478. 
Leonard «& Lewis, N. Y. Reps., Tribune bldg. 


ARKANSAS. 


Fort Smith, Times. Kvening (exe ~o' Sat.) and 
Sunday morning. Vaily «veraye 1», 4,228. 


CALIFORNIA. 
Oakland, Engutes r. Average first 10 days 
December, 1907, 48,78 


COLORADO. 

Denver, Fost. Like a blanket it covers the 
tocky Mountain region, Circulation—Daily 
bo.634, Sunday 84,411 
ta” The absolute correctness of the latest 
circulation rating accoraed 
the Denver Post is guaran- 
_teed by the publishers of 
Rowell’s American News- 
paper Directory, who will 
pay one hundred dollars to 
the first person wno success- 
fully controverts its accuracy. 


CONNECTICUT. 


Bridgeport, Evening Post. Sworn dy. Oct., 
18,012. 


UA 
Onn 
WEED 





Bridgeport, Morning Telegrars. daily. 
Average for Oct. 1907, sworn 11,91 
You can lh. Bridgeport by using 
Telegram only. Kate. ic. per line, flat. 


Meriden. Journal, evening. Actual arerage 
7 2 oe 


Sor 1906, 7,580. First sour months 1907, 7.784. 


Meriden. Morming Record and Reenienn. 
Daily average for 1905, 7,578; 1906, 7.67 





New Haven, Evening Register,dy, Annual 
aworn arer. for 1906, 14.681; Sunday, 11,662, 


Row Haven, Palladinm. dy. Aver, 1905, 8, 6363 
1906,9,54%. HK. Katz, Special Agent, N.¥ 


New Haven, Union. Average (96,16, “su 
First 9 mos.,’07,16,521, FE. Katz, Sp. Agt., 


New London, Day. ev’. Aver. 1906, 6,104; 
aver. for Sept., 6,778. Rates obtained c.rect, 





Norwalk, Eveniny Hour. Daily average guar- 
anteed to exceed 8,800. Sworn circulation 
statement furnished. 


Nerwich. Bulletin, morning. Averave for 
1905, &, 920; f96, 6,55; June, 1907, 7,2H9, 


DISTRICT OF COLUMBIA. 


Washington. Evening Star, daily. and Sun- 
day. Daily averaye for 16. 85.577 (OO. 


FLORIDA 


Jacksonville, Metrovotis. dy Av. 1906, 608, 
ist 6 mos. 1907, 10,692, E. Katz, Sp. Agt., a ae 


GEORGIA. 

Atlanta, Journal. dy. Av. 1906,50,85%. Sun- 
day 57,988. Semi-weekly 74,916, The Jour- 
val covers Dixie like the dew. 

IDAHO. 


Bolae, Evening Capital News, d'y. Aver. 1906, 
4,808; average, July, 1907, 6,188, 


ILLINOIS 


Aurora, Daily Beacon. Daily averaye for 
1905, 4,080; 196, 6.45 





Cc ee Citizen. ia keen ist 6 months, 
1907, 5S. 


Champaign, News. Guara:teed larger circu- 
lation than wii other papers published in the twin 
cities (Champuign and Urbana) combined, 


Chicago, The American Journal of Clinical 
Medicine. mo. ($1.50), the oven voor to the Ameri- 
can octor, and through him to the Arerican 
Public. Guar. 40,000 cir ; investi’d by A. A. A. 


Chiengo, Bakers’ Heiper, monthly ($1.00) 
sakers’ Helper Co. Average Jor 196,4,017 4 


Chicago, Breeder’s Gazette. weekly.: $2. Aver 
circulation for year 1906, aver For 39 weeks 
ended Sept. 25, 1707, 78,906, 





Chicago, Commercial Telegraphers’ Journal, 
monthly. Actuul average Sor 1906, 10,000. 


Chicago, ge Heview, monthly. Actual 
iS 


average for 1903, 





ons “ngeo, "Examiner. Average 
Sor 1206, 
649, 846 Sunday, 
173,000 Daily. 
Guarantees lar ger circulation in 
city of Chicazo than an | two 
other morning papers combined. 
Has certificate from Association 
of American Advertisers. 
Circulation for) Sunday, T1T.681, 
February. 1907 :$ Daily, 192,271. 
Abso:ute correctness of latest circulation rat- 
ing accorded the Chicago Examiner is guaran- 
teed by the publishers of Kowell’s Newspaper 
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Chicago, Farm Loans and City Bonds, Lead- 
ing nvest.weut paper of the United States. 





Chieago, Journal Amer, Med, Ass’n, weekly 
Averaye sic mos., Jan.to July, 1907, 51.210. 

Lhles, +e Kecord-Heraid, Average 1906, daily 
141, S sundays 11,611. Average July, 1907, 
ee daily 1 2,420; Sunday 220,181, 
&@” the absolute correctness of the lates: 

r circulationrating accorded 
the Chicago Record-Herald 
is guaranteed by the pub- 
lishers of Rowell’s American 
Newspaper Directory, who 
will pay one hundred dollars 

to the first person who successfully con 
troverts its accuracy. 

Chicago, The Tribune has the largest two-cent 
circulation’ in the world. and the largest circula- 
tion of any morning newspaper in Chicago. The 
TRIBUNE is the oniy Chicago newspaper receiv- 
ing (©). 

Joliet, Herald, evening and Sunday morning. 
Average for year ending April 30, 1907, 7,871. 


Peoria, Evening Star. Circulation guaranteed 
more than 21,000, 


INDIANA. 
Evansville. Journal-News, Ar. for 1906, 16.+ 
899. Sundays over 18.000. E. Katz, 8. AN. 





Indianapolia, Up-to-Date Farming. 1906 av.. 
174.584. Now 200,000 4 timesa mo.,,75c. a iine. 


Notre Dame, The Ave Maria. Catholic weekly. 
Actual net average for 1906, 24.612. 


Princeton, Clarion-News. daily and weekly. 
Daily average 196, 1,501; weekly, 2,048, 





Riehmond, The Evening Item. daily. Sworn 
average net paid circulation for nine months 
ending: Sept. 30, 1907, 5,141 circulation_of 
over 5,000 guaranteed in all 1907 contracts, The 
Item goes into 80 per cent of the Rictmond 
homes. No street sales, Uses no premiums, 

&@ The absolute correctness of thelates. 

circulation rating accorded 

the Richmond Item is guare 

anteed by the publishers of 

Rowell’s American Newse 

paper Directory, who will 

pay one hundred dollars to 
the first person who successfully contro- 
worts its accuracy. 


South Bend. Tribune. Sworn daily average, 
Oct., 1907, 9,755. Absolutely best in South Bend 


INDIAN TERRITORY 


Ardmore. Ardmoreite, daily. Average for 


106, 2,443, 
IOWA 
Burlington, Hawk-Eye, daily. Aver, 1906, 
8,764. “All paid in-advance.” 


Davenport, Times. Daily Daily aver. Nov., 18,814. 
Circulation in City or tota guaranteed greater 
than any other paper or no pay for space. 


Des Moines. Capital, daily. Lafayette Young, 
publisher. Sworn average circulation Jor 1906. 
41.751. Circuiation. City and State. largest 
tn Iowa, More advertising of all kinds in 1906 
in 342 issues than any = eee in 365 issues. 
Rate 70 cents per : ino, ft 


Dea Moines. Register and and Leader—daily and 
Sunday—carries more “Want” and local display 
advertising than any other Des Moines or lowa 
paper. Aver. circulation ‘st 6 mos. ’07, 80,198. 


Dea Moines. Iowa State Register and Farmer, 
w’y. Aver. number copies printed, 1906, $2,128. 

Sioux City, Tribune. Evening. Net sworn gy. 
aver. (returns deducted) ist 6 mos. 1907, 81,12 
For November. 1907, 88,285. Only Guarantee 
Star paper in Lowa. 








KANSAS. 
Hutehinaon. News. Daily 1906, 4.260. Nov. 
1907,5,100, H. Katz, Special Agent, N. Y. 





Lawrence. World, evening and weekly. 
Copies printed, 1906,daily, 8,778; weekly, 8,084, 


Pittaburg, teat ht, dy. and w Average 
ist 6 mos, 1907, daily 6,882; weekly 6,104. 
KENTUCKY. 
Lexington, Leader. Av. 06, ev; 
6,798; ist 5 mos., 07, 5,418, Sy, 
MAINE. 


Auguata. Comfort,mo. W. A. Gannett, pub. 
average Jor 1906, 1.271.982. 


Augusta, Maine Farmer, w’kly. Guaranteed, 
14,000, lates low; recognized farmers’ medium: 


. 5,157, Sun. 
867, £.Katz. 


9 nanos Commercial. Average for 196, daily 
9.695; weekly 28,573. 


Madison, Bulletin, wy. Cire.,1906,1,581. Now 
over 1,600, Only paper in Western Somerset Co. 


ype. ‘MaineWoods and Woodsman. weekly, 
. W. Brackett Co. Average for 196, 8.077%. 


Portland. Evening Express, Arerage for 1906, 
daily 12 806. Sunday Telegram, 8,041. 


MARYLAND. 


Baltimore, American. dy. av. 4st 6 mos. ’07 
77,052; Sun., 90,827. No Couch privilege. 





Baltimore, News. daily. Evening News Pub- 
lishing Company. Average 1906, 69,814. For 
November, 1907, 77,207. 

The absolute correctness of the 
latest circulation rating accorded 
the News is guaranteed by the 
publishers of Rowell’s American 
Newspaper Directory, who will 
pay one hundred dollars to the 
Jirst person who successfull) con- 

troverts its accuracy. 


MASSACHUSETTS, 


Boston. Evening Transcript (O©). Boston’s 
tea table puper. Largest amount of week day adv. 


tet te te tek 


Boston, Globe. Average 1906, daily, 182,986. 
Sunday 295.222. Largest circulation daily of 
any two cent paper in the United States. Largest 
circulation of any Sunday newspaper in New 
England, Advertisements go in morning and 
afternoon eaitions for one price. 


Pete We ve We ve 


Holyoke. Transcript, dajl dajly. Act. _ » year 
ending May, 1906, 7,389; 3 mos, '07, 7. 


Lynn, Evening Item. Daily sworn av. year 
1906, 15, 068; first half. 1907, av. 16,470. ‘the 
Lynn family paper. Circulation unapproachea 
in quantity or quality by any Lynn paper. 


Woburn. News, evening and weekly. Daily 
ar, ner paid er. March, 1,523. Wkly, 1.481 


Worcester. Evening Gazette. Actual sworn 
average for the first six months of 1907, 15,222 
copies daily —nearly 40% increase over 1906. Larg- 
est eve. cire’n. Worcester's *‘Home” paper. Per- 
mission given A. A. A. to examine circulation. 


Woreeater. L’Opinion Zanliqne, daily (© ©). 
Patd average Sor 1906, 4,282 


MICHIGAN. 


Bay City, Times, evening. Av. for 6 mos. 
to July 7, 1907, 11,002 copies, daily, guaranteed’ 








Jackaon, Citizen-Press. Only 
evening paper. Gives yearly aver- 
ages, not weekly. It’s Jacksuon’s 
greatest daily. It carries more 
advertising and has the largest 
net paid circulation. No secrets, 
Sept. daily ly average, 7,988. 


Jackson » Petriet, Average Oct,,/907, 
8,498;. Sunday, 9,569. Greatest net cir- 





culation, Veri fed by A A.A. Sworn state- 
ments monthly. , - welcomed, 


Saginaw, Courier-Herald. daily, Sunday. 
Average 196, 14,897; November, 1907, 14,658. 


Ps inaw, Evening News, daily. Average for 
19,964; November, 1907, 20,487. 


MINNESOTA. 


Minneupolia, Farmers’ Tritane, twice a- eae. 
.J. Murphy, pub. Aver. Jor 196, 37,886. 


eapolia, poqees, —_ a4 


Minn 
and sunday (0) 
age daily wren Buse 74,004, 
Daily averens circulation 
ap 1907, 78,5 “s sonees ofl 


reu » 1907, 
74-180. The absolute rt 
of the Journal’s circulation rat- 
= is "enedonnay _— me 4 
lewspaper Directory. 
guaranteed to reach the great 


¥ purchasers th poughous 
the ie Nort hwest and goes intor more 
homes than any paper in its field. 
it Mt brings results. 
Minneapolia, Svenska oo Posten. 
Swan J. Turnblad, pub. 1906, 52,010. 





Minneapolis. Farm Stock, and Home. semi 
Monthly. Actual a e 1905. BZ.1 {aver 
age. for 1906, 100,266; ad 1907, 108, bee, 

The absciute accuracy of Farm 
Stocie Home's ——— rating 


a by t merican 
. Circulation ts 
pracictily ¢ —_— ed to the formers 


estern 
Siren ao | p bes | Saty Use 
it to reach section most projitably. 





OIRCULAT’N Minneapolis Tribune. W. 
J. Murphy, pub. Est. 1867. Old- 
est Minneapolis daily. The Sun- 
day Tribune average per issue 
Sor the year ending December, 
1906, was 81,272. The daily 

by Am. Ne Tribune average per issue for 

paper ives: the year ending Dece-nber, 1906, 

tor was 108,164. 





St. Paul. PioneerPress. Net average circula- 
oon Sor January—laily 55,802, Sunday 32.- 
ee 
The absolute accuracy of the 
Pioneer Press circulation state- 
ments is guaranteed by the Amert- 
can Newspaper Directory. Ninety 
per cent of the moneu due for sub- 
cmmpwere és collected.showing that 
ubscribers taice the pomer because 
they want it, Ali matters pertain- 
ing to circulation «re open to eakaee. 


Winona, Republican-Herald. Av. June, 4,616 
Best outside Twin Cities and Duluth. 
MISSOURI. 
Joplin, Globe, - Average 1906, 15,254, 
Nov. 1907, 17,011. £. atz, E. Katz, Special Agent, N.Y. 
St. Joseph, News and | and Press. Circulation 
1906, 86,079. Smith .¢ Thompson, Hast, Reps. 
&t. Leuis. National Druggist, =e Henry R. 


Strong, Editor and Publisher. Aver. 44 mos. 1907, 
10, (© ©). Eastern office, 59 Maiden Lane. 


MONTANA. 
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NEBRASKA. 


Lincoln. Deutsch-Amerikan Farmer, weekly. 
Average 4906, 141,83 HH 


Lineoln. Freie Presse, wee! 
Sor 196, 142.989. 


NEW HAMPSHIRE. 


Manchester, Union. Ar. 1906, 16,758, daily. 
N. H. Farmer and Weekly Union. 5,550, 4 


Nashua. Telegraph. The only daily in city 
Average 8 mos. ending Aug. 31, 1907, 4,422, 
NEW JERSEY 


Asbury Park, Press. 1906, 4.812. Gained 
average of one subscriber a day for ten years. 


Camden. Daily Courier. Actual averaye for 
year ending December 3/, 1906, 9,020, 


Elizabeth, Journal. Av. 1904, 5,522 1905, 
6,515; 1906, '%,847; first 6 mos. 1907, 8,221. 


Jersey Olty. Evening Journal. Average for 
1906, 28.005. First six months 1907, 24,089. 


Newark. Eve. News. Net dy. Sor 1966, 
68,022 copies ; net dy. av, for Now., 1907, ‘69,485. 


Trenton. Evening Times. Ar. 1906, 18.287: 3 
mos, dy. av. Apr. 50, 07, 20.621; Apr., 20,682, 


NEW YORK. 
Albany. Evening Journal. Daily average for 
1906. 16.261. It’s the the leading paper. 


Batavia, Daily News. A Average first 6 mos. 
1907, 7,494. F.R. Northrup, Special Rep., N. Y. 


Brooklyn. N. Y. Printers’ Ink sa 
THE STANDARD UNION now has the 








e, weekly, Actual average 











largest circulation in Brooklyn. Daily 
average 6 mos. 1907, 58,449, 
Buffalo. Courier, morn, Av.1906, punter, 24+ 
168; daily, 53. 638i; Enquirer, even.. 32.683 
Kuffalo, Evening News. Daly averaye 1905, 
94.6903 for 96, 94,745, 
Corning, Leader, evening. Average 1904, 
6.2883 1905, 6 95; 1906, 6,585; Feb. uv., 6, 820: 
Mount Vernon, Argus. evening. Actual daily 
average for year ending Oct. 31, 1907, 4,408. 
Newburgh. News, daily. Av. '06,5,477; 4,000 
more than all other Newburgh papers combined. 
New York City. 
y & Navy Journal, Est. 1863. Actual weekly 
av. yf 106.9.706 (OO). 4 mos, to Apr. v7, 9049. 
Automobile, a: Average for year ending 
Dec. 28, 1906, 13,21 
Baker's Review, monthly. W. &. Gregory Co., 
publishers. Actual average for 1906, 6.488. 
Seaptgee’s Magazine, the only popular Catholic 
Family M zine published in the United States, 
Guaran cire’n, 75,000; 50c. per agate line. 
Clipper, gy 4 (Theatrival). Frank Queen 
Pub. Co., Ltd. Aver. for 196, 26.611(© 0). 
ie Comoreie, mo. Spanish export. J. aghene 
Clark Co. Average for 1906, 8,542—swor 


Music Trade Review, music trade and art week- 
ly. Average Jor 1906, &. 109. 











Printers’ Ink, a journal for 
advertisers, published every 
Wednesday. Established 1888. 
Actual weekly average for 
197, 7.269. 
The People’s Home Journal. 564,416 mo. 
Good Literature, 458,666 mentee. j acorags cir- 


culations for 1907—all to pote ~in-advance sub- 
scribers. F. M. Lupton, publisher, Inc. 


The Tea and Coffee Trade Journal. Average 

circulation maf ear, ow Dec. 1907, 8,801; 

Deo, 1907, issue, 1 

The World. pe aver. for 1906, Morn.. $18,« 

664. Hvening. 59.057. Sunday,’ 442,228. 
Schenectady. Gazette, daily. A. N. Liecty. 

Actual average Sor 1905, 18. 1905, 18.058; 1906, 15, 7 


Syracuse. Evening Heraia. daily. Herald ( 











Missoula, Missoulian. Every morning. Av- 
erage 12 months ending Dec. 3/, 1906, 5,107 





pub. Aver, 196, daily 35.206. yb ne 40.064. 
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Troy, Record. Average circulation 
1906, 1 801, Average November, 1907, 
20 1860. | Only paper in city which has 
permitted A. A. A. examinatio.:. 


Utlea. National Electrical Contractor, mo. 
Average Sor 1906, 2,625. 


Utien. Press. daily. Otto A, Meyer, publisher. 
Average for year ending M. arch 31, '907, 14.927. 


NORTH CAROLINA. 
Raleigh. Times. Sworn statement can be 
furnished showing Spe ae of the Kaleigh 
Evening Times, Raleigh, N, C.,has not been léss 
than 5,000 since Solan 1905. The Times 1s 
North Carolina’s foremost afteraoon paper, 


NORTH DAKOTA. 
Grand Forks, Normanden. Av. yr. 05, 7,201. 
Aver, for year 1906, 5,180, 
OHIO. 


Akron, Times, daily, Actual average for 
year 1906, 8,977 ‘September, 1907, 9,778. 














Ashtabula, Amerikan Sanomat, Finnish, 
Actual averaye Jor 1906. 10.690, 
Cleveland, Piain Dealer, Est. 1841. Actual 


daily average 1906,%2,216; Sunday, 88,869; 
Nov., 1907, 74,002 daily Sun., 85,848. 


Coshocton, Age, daily. Net average 1906, 
2.757. Verified by Asso. Amer. Advertisers 


Coshocton, Times, dy. Net '06, 2.128; 6 mo. 
‘07, 2,416, No cash books books fixed to fit padded cir, 


Dayton, The I. L. U. Home Journal, mo 
(Formerly Laborers’ Journal) National cir. Av. 
or year ending April sv, 07, 14.811 comes. 
Critically read by 36, 500 members of THEIL. 
GRAND LODGE, the fraternal. Zap lisa ot A order 
of wage- workers. . agate line, flat rate. 


Dayton, Journal. First six months 1907, act- 
ual average. 2 

Spring told. yan and Fireside. over 4 cen- 
tury leading Nat. agricult’! paper. Cir.445,000., 

Warren, Daily Chronicie. Actual average 
Sor year ending December 31, 1906, 2,684. 

Youngatown, Vindicator. D'y. av. 06. 18.740: 
Sy. 10,001: LaCoste & Maxwell, N Y. & Chicago. 


OKLAHOMA. 


Muskogee, Times-Democrat. Average 1906, 5,« 
5145 First 6 mos, ’07, 6,649, E. Katz, Agt., N.Y. 


Oklahoma City, Tne The Oklahoman. 1906 aver., 
18,918; Nov. 197, 21,881, E. Katz, Agent N.Y. 


OREGON. 
Mt. Angel. St. Joseph’s a Weekly. Aver- 
age for September, 1907, 20,8: 

Portland, Journal. poll Average 1906, 
25,578; for Nov., 1907, 29,462. The 
absvulute correctness of the latest circula- 
tion statement guaranteed by Rowell's 
American Newspaper Directory. 

Portland, Pacific Northwest, mo.; av. /st 6 mo. 
1907,16,000, Leading farm paper in State. 


PENNSYLVANIA. 
Chester, Times. ev’g “7, dverace 199. 27.688, 
N. Y. office, 220 B’way. ht. Northrup, Mgr. 
Erie, Times, daily. Aver. for 1906, 17,1103 
Nov., 1907, 18,520, E. Katz, Sp. Ag., N. a 


Warrisburg, Telegraph Sworn av. Nov., 14,- 
794. Largest paid circulat’nin H’b’g or no pay. 


OOO OK 


The correctness of FARM JOURNAL’S 
Suvscription statements is szuaran- 
teed by the American Newspaper |)i- 
4 rectory. Tne average edition for the 4 
year 1906 wus 573,083 copies each 
month It has more actual paid.in- - 








advance subscribers than any other 

far! tot ge in the world, at has been 
awar (© ©), and_best 

of all, the Seventh Sugar Bowl. 
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“in 
Philadelphia 
nearly 
everybody 
reads 

The Bulletin.” 


NET AVERAGE CIRCULATION FOR NOY: 


234,02 { copies a day 


THE BULLETIN’s circulation ficures are net, all 
damaged, unsold, free and returned copies have 
been omitted. 

Wituiam L. McL#an, Publisber. 


Philadelphia, Contectioners’ Journal, mo, 
Av, 1905,5,470; 196. &.514 (OO). 


Philadelphia. The Press is 
Philadelphia’s Great Home News- 
UA per. esides the Guarantee 
iciatem star,it has the Gold Marks and is 
AN on the Roll of Honor—the three 
“4A §€6most desirable distinctions for 
any newspaper. Sworn average 
circulation uf the daily Press for 

1906, 100,548; the Sunday !’ress, 137,863, 


Pittsburg, Pa., The Team Owners’ Review. 
High-grade monthly trade paper; first-class ad- 
vertising medium. Circulates among Team 
Owners, Hauling Contractors, Transter, ——_ 
Carting and Draying Companies. the 
consumers of Horse Geocs, Saddlery, Stable 
Supplies, Wagons, 1rucks, e' 


Seranton, Truth. Sworn pemetion Sor 1906, 
14,126 copies daily, with a steady increase, 


Were oe Local News, 








daily. W. H. Hodgson, sverayeyor 

1906, 1 440. du its 35th year. 

GUAR Independent. Has Chester County 
AN aud vicinity for tts field. Devoted 


ga a°) to home news. hense 18s a home 
County is second 


pa; Chester 
in The. State in aortoultural wealth. 





“America’s Greatest 
ver. 10 pe 284,111. 
owns and 


Ww itamaport, Grit. 
‘am ew! 

Ctreulated ae naan 000 small 
villages. Home circulation. Guareutenk 


York, Dispatch and Daily, 
17,769. 


Pawtucket, Evening Times, Aver. circulation 
1906, Morning 10,347, a 
teed by Rowell’s American Newspaper Directory. 


Average Jor 1906, 
RHODE ISLAND. 
Sor 196, 17.11% (sworn). 
Providence. Tribune. ng tA 
a. 16,320. 7 ris: 
— tv 
1 e field. Mos progressive pa pdm ond 
« ygateriz.San. Geo. H. Utter, pub. Aver. 1906, 
4.627. Largest circulation in Southern R. 1. 


SOUTH CAROLINA. 
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Charleston, Evening Post. Actual dy. aver- 
age for 1906, 4,474. 55, 


December, 1906, 4,7 











Columbia, State. panes om. 
age for 196, eek. B08 

copies; semi- -weekl hin , aad 

day (O®). / yo 38, Wag 
average for ty ee mon 1907, 

dat? ) 12,940, Sunday (@@) 





Spartanburg, Herald. Actual suerase cir- 
culation for first nine months 1907, 2,6! 


TENNESSEE, 
Chattanooga, News. Arer. 5 
mos, ending Dec. 3), 1906, 14.707. 
Only Chattanooga r permit- 


Atel ting examination circulation by 
AN Assoc. Am. Advertisers. Carries 
TEEO more advg. in 6 uays than morn- 


> paper? days. Greatest Want 
Ad medium. Guerantees largest 
circulation or no pay. 


Knoxville, Journal and Tribune. 
Daily average yasr ending December 
34, 1906, 18, 62. Week-day average now 


in excess of 15,000. The leader. 











Memphis, Commercial Appeal. daily. er 4 
weekly. First six months 7 me? oe. : Dy.,4 3 
Sunday, 61,485; weekly 8 212. Smith & 
Thompson, Kepresentatives, N. Sa and Chicago. 





Nashville, Banner. daily. Aver. for year 1906, 
81,455; Jan. 1907, $8,538, Feb. 1907, 87,271. 


TEXAS, 


El Paso, Herald. Oct.. av., 8,155. Move tina 
both other El Paso dailies. ’ Verified by A. 


VERMONT. 


Barre, Times. daily. F. E. Langley. Aver. 1905, 
8,527; 1906, 4,118, Examined by A. A. A 


Bennington. Banner, daily. T. E. Howe. 
Actual average for 1906, 1.980, 


Burlington, Free Press. Daily average for 
1906. 8.459. La t ctty and State circula- 
tion. Examined by Asso, of Amer. Advertise: s. 





Montpelier. Argus, daily. Actual average 
for 1906, 3,280 copies per issue. 


Ratland, Herald. Average 1905, 4,286, Aver 
age /96,4,67%,. Examined by A. yw 


St. Albans, Messenger, daily. raw 1905 
8,051; /906,8,888, iKxamined by A. A. A. 


WASHINGTON. 


Seattle, Post Intelligencer ‘OO’. 
Av., for Nov.. 1907, net Sunda 
48,659; Daily, 84,864; week day 
law 88,506. Onis sworn circulation 
in Seattie. Largest genuine and 
TEEO cash paid circulation in Washing 
ton ; highest quality, best service 
greatest resulis always. 


Taco r. Average 1906, daily, 16,059; 
Sunday 21,498" tiie: 


Tacoma. News. Average 1906,16,109; Sat- 
urday, 17,610, 


WEST VIRGINIA. 


Parkersburg. Seutinet. gatts. R. E. Hornor, 
pub. Average for 196, 2,6 


Ronceverte. W.Va. News. wy. Wm. B. Blake 
& Son, pubs, aver. 1906, 2,220, 


WISCONSIN. 


Janesville, Gazette. d’ly av. for Nov. 1907, 
8,886; semi-w’kly, 2,268, 


Madinen. State Journal, dy. Average 1/906, 
&,602;Jan., Feb., Mar.,1907, 4,884; Apr., 5.106. 


Milwaukee, Evening Wisconsin,d’y. Av. 1906, 
2X.480 (@@). Carries largest amount of ad- 


PRINTERS’ INK. 





THE MILWAUKEE 
JOURNAL 


during 1907, with advertising charges more 

than double those of any other Milwaukee 

—— paper (but at a much lower rate 
usand circulation,) 

careied the greatest amount 

of advertising ever carried 

by a Milwaukeeevening daily 

and more advertising than 

did any other Milwaukee 

daily paper of 7 days’ publi- 

cation during the year 1907, 

The Journal carried more viassifiea ad- 
vertising than did any other Milwaukee 
publication of seven days’ and more classi- 

advertising than did the other evening 
pepers combined. 

iiwaukee Journal circulation now 
means “tim every other home in the 
elty.” The Journal Limp guarantees 
advertisers that the circulation 
alone of the , Anodes . rwer than is the 
total paid circulation of an gine Milwau- 
kee daily newspaper and is full eas 
the combined = city circulal tone o any 
three other Milwaukee daily newspapers, 

‘he Journal daily average circulation 

for twelve months, ending raaberogy ph 1907, 
was 51,858. The daily average for No- 
vember. 1907, was 52,678 (a daily gain of 
7,210 over November, 1906). 

The Journal’s rate card was issued upon 
_— daily circulat.on of 42,000 


THE MILWAUKEE JOURNAL 
1705 Noyes Building, Chie 
oyve Buildin, 0. 
oF. ANTISDEL, ~ 
-ninth Brest. ew York, 
E. DAVIES, 
Gumbel Building, Kansas City. 


9 West Twent 
Osc 











Oshkosh, Northwestern. daily. 
1906, 3.0 


Average for 





Racine, Wis., Estab. 1877. 
Actuil weekly averaye for year 
e ded Sept. 30, 197, 56.086. 
Larger circulation tn Wiscon- 
sin than any other a“. Adv. 
#3.50 an meh. N. NY fice, Tem- 
ple Ct. W.C. Richarason, Mor. 


WYOMING. 


Cheyenne. Tribune Actual daily average» 
for 1906, 5,126; semi-weekly, 9 mos., '07, 4,294, 


BRITISH COLUMBIA. 


Vancouver, Province. dehy. ‘gti 7 Sor 
1906,10,161; Nov. 1907, 15,677. H. leClerque, 
U.S, Repr., Chicago and New York. 


MANITOBA, CAN. 


Winnipeg, Free Press, d@ily and weekly. <Av- 
erage for 1906, daily, 84,559; daily Nov, 1907, 
86,480, wy. av. for mo. of Nov., 22,525. 


Winnipeg, Der Nordwesten. Canada’s Ger- 
man newsp’r, Av. 1906,16.177. Rates 56c. inch, 


Winnipeg, Telecram. Average 6 mos. 
22,961. eekly av. 19,586. 


1907, 
lat Be. 3Ke. 
QUEBEC, CAN. 


Montreal, Ta Presse. Actual average, 1906, 
daily 100,087, weekly 49,992, 


—_______ 
Memes, The Daily Star and 
The Family Heraid and Weekly 
Star have nearly 200.000 subscrib- 
oe ee resenting 1.000,000 readers 
ftn Canada’ pulation. 

an ‘cir, of the Duily Star for 1906, 
copies daiin; the Weekly 





vertising of any paper in Milwaukee. 


Star, leeiee copies each issue 
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(eo) GOLD MARK PAPERS@@) 








Out of a grand total! of 22,898 publications listed in the 1907 issue of Rowell’s American Newspa- 
per Directory, one hundred and twenty are distinguished from all the,others by the so-called goid 


marks (@ ©). 





ALABAMA. 

THK MOBILE REGISTER (@©). Established 

1821. Richest section in the prosperous South, 
Ww ee ene Db. Cc, 

Nearly everybody in \Vashington subscribes to 
THE KVENING A D'sUNDAY STARK. Average, 
1906, 35,577 «@@). 

FLORIDA. 

JACKSONVILLE TIMES-UNION (@©). Pre- 

eminently the quality medium of the State. 
ILLINOIS, 

THE INLAND PRINTER, tengo. (©). Act- 
ual average circulation for 1905, 15,866. 

BAKERS’ HELPER (© ©), Chicago. only “Gold 
Mark” journal for ba«ers. _Oldest, beat known. 
TRIBUNE (© ©). Only paper in Chicago re- 
ceiving this mark. because TRIBUNE ads bring 

satisfactory results. 





KENTUCKY. 
LOUISVILLE COURIERJOURNAL (@60). 
Best paper in city; read by best people, 
MAINE. 
LEWISTON i VENING JOURNAL, daily, aver- 
age August. 1907, 8,067; weekly, 17,705(© ©); 7.44% 


increase daiiy over last year. 


MASSACHUSETTS. 

Beaton, Am. Wool and Cotton Reporter. Rec- 
ognized organ of the cotton and woolen indus- 
tries of America (© 

BOSTON KVENING TRANSCRIPT (©©). estab- 
lished 1830. The only gold mark daiiy in Boston. 


TEXTILY WORLD RECORD (©60), Rostor. 
Nearly 200 of jts 400 advertisers use no other 
textile journal. It covers the field. 

WORCESTER L’OPINION PUBLIQUE (© ©) is 
the leading French daily of New Engiand. 


MINNESOTA. 

PIONEER PRESS (@6©), St. Paul, Minn. Most 
reliable paper in the Northwest, 

THE MINNEAPOLIS JOURNAL (© ©). Largest 
home circulation and most productive circula- 
tion in Minneapolis. Carries more local advertis- 
ing, more classified advertising and more total 
advertising than avy paper in the Northwest. 


NEW YORK. 


NEW YORK TIMES (©). Largest gold-mark 
sales in New York. 


BUFFALO COMMERCIAL (©O0). Desirable 
because it always produces satisfuctory resuits, 


BROOKLYN oy (©) is THE advertising 
medium of Brooklyn 


THE POST EXPRESS (©©). Rochester, N.Y. 
Best advertising medium in this section, 

ARMY AND NAVY JOURNAL, (© ©). First in 
its class in circulation, influence and prestige. 


SCIENTIFIC AMERICAN (© ©) has the largest 
circulation of any technical paper in the world. 


VOGUE (©©) carried more advertising in 1906 
than any other magazine, weekly or mouthly. 


ENGINEEKING NEWS(@@).—A technical pub- 
lication of the first rank.—Sun, Pittsfield, Muss. 


DRY GOODS ECONOMIST (OO), the recog- 
nized authority of the Dry Goods and Depart 
ment Store trade, 

ELECTRICAL REVIEW (© ©) covers the field. 

ead und studied by thousands. Oldest, ablest 
electrical weekly. Reaches the buyers. 








NEW YORK HERALD (©©). Whoever men- 
tions America’s teading newspapers mentions 
the New York HERALD frst. 


CENTURY MAGAZINE (© ©). There area few 
people in every community who know muore 
than all the others. These people read the 
CENTURY MAGAZINE. 


STREET RAILWAY JOURNAL (© ©). The 
foremost ee on city 7 interurban rail- 
roading. circulation \ a weekly. 
MoGRAW PUBLISHING COMPANY, 


HARDWARE DEALERS’ Ve 

In 1906, average issue, 20,791 

Svecimen copy mailed u +. west, 

D. T. MALLETT, Pub., 253 Kroadway, N. Y, 


THE ENGINEERING RECORD (©©0). The 
most progressive civil engineering journal in 
the world. Circulation averages over 14,000 po 
week. MOoURAW PUBLISHI G COMPANY 


FOREST AND STREAM, (00) 


circulation of any Cam ro weekly, 
ante: to wealeay recreationists, 


NEW YORK TRIBUNK © ©). daily and Sun- 
day. Established 1841. A conservative, clean 
and up-to date newspaper, whose readers cp la 
sent inteilect and purchasing power toa bign- 
grade advertiser. 


ELECTRICAL, WORLD (06 (00). Established 1874, 
The great international weekly. Cir. audited, 
verified and certified by the ‘Association of A 4 
ican Advertisers, Av, weekly cir. durin 

was 18,204. MouRAW PUBLISHING COM ANY 


PENNSYLVANIA, 

THE PRESS (© ©) is Philadelphia’s Great 
Home Newspaper. It is on the Roll of Honor and 
has the Guarantee Star and the Gold Marks—the 
oe most desirable distinctions for any news- 

aper. Sworn circulation of The Daily Press, 
for 1906, 100,548; The Sunday Press, 137,863, 


THE PITTSBURG 
® DISPATCH «oe 


The newspaper that judicious atvortinmne 
always select first to cover the rich, pro- 
ductive. Pittsburg field. Only two-cent 
morning paper assuring a —_ most 
profitabie to advertisers. rgest home 
delivered circuJation in Greater Pittsburg. 




















SOUTH CAROLINA. 
THE STATE (QO). Columbia, 8. C. Highest 
quality, large-t circulation in South Carolina, 


VIRGINIA. 
THE NORFOLK LANDMALK (© ©) is the 
home paper of Norfolk, Va. That speaks volumes, 


WASHINGTON, 
THE POST INTELLIGENCER (© ©). Seattle’s 
most progressive paper. Oldest in State; clean, 
reliable, influential. All home circulation. 


WISCONSIN. 


THK MILWAUKEE EVENING WISCONSIN 
(OO), the only gold mark daily in Wisconsin 


CANADA. 
mos HALIFAX HERALD (© 


pene the EVEN- 
MAIL. Circulation 15,558, rate. 
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THE WANT-AD MEDIUMS 


A Large Volume of Want Business is a Popular Vote for the 
Newspaper in Which It Appears. 








Advertisements under this heading are only desired from 


papers of the requisite grade and class. 





COLORADO. 


W ANT advertisers get best results in Colorado 
Springs Evening Telegraph. 1c. a word. 





CONNECTICUT. 
M® IDEN, Conn.. MORNING RECORD, old es- 
r tablished family newspaper; covers field 
60,000 high-class BOP: leading Want Ad paper 
Classitiea rate, cent a word; 7 times.5 cents a 
word. Agents Wanted, half a cent a word. 


DISTRICT OF COLUMBIA. 


TVs — and SunpDAy Stak. Washington. 
©). carries DOUBLE the number of 
Want Abe of any other paper. Rate lc. a word. 


ILLINOIS. 
Ts DAILY NEWS is Chicago’s “Want ad” 
ectory. 


z= TRIBUNE publishes more classified ad- 
vertising than any other Chicayo newspaper. 





INDIANA, 


f(HE INDIANAPOLIS NEWS prints every day 

— week, every month and every year. 
more paid classified (want) advertisements than 
ull the phy Indianapolis papers comes. The 
total number it pened in 1906 was 315,300. an 
average of over 1, very day, whieh is 126; “y 
more than all the seth Indianapolis papers 





The Lake County Times 


Hammond, Ind. 


An Up-to-Date Evening Paper. Four Edi- 
tions Daily. 

The advertising medi par of 
the Calumet Region. Read Poy all the pros- 

rous business men and well-paid mechan- 

cs in what has been accepted as the 
“Logical industrial Center of America.” 

Guaranteed circulation over 10,000 daily. 


STAR LEADS IN INDIANA. 


ne the last eleven months the oye 
AR carried 544.40 more columns of paid classi- 
ane advertising than carried by its nearest com- 
petitor during the same period. The Stak gained 
1726.34 columns over the corresponding — 
of —~y year. wm g the past two years the 
StTaR’s cir has dthat of any other 
Indiana newspaper. Kate, six cents per line. 

















IOWA. 
4 — Des Moines REGISTER AND LEADER; mad 
rning paper: carries more ‘‘want” . 
vertising than any other lowa newspaper. One 
cent a word, m’thly rate $1.25 nonp. line, dy.& Sy, 


MAINE. 


TT EVENING ExPREss carries more Want ads 
than all other Portiand dailies combined. 


MARYLAND. 
es Baltimore News carries more Want Ads 
than any other Baltimore daily. It is the 
recognized Want Ad medium of Baltimore. 
MASBACHUSETTS. 
Les BosToN KVENING TRANSCRIPT is the ed 
resort guide for New Englanders. ‘hey 
t to find all good places _ in its adver 


Pr KW ve We We 


7Ts83 BUSTON GLOBE, daily and funder. for 
year 1906, printed a total of ‘paid 
“ment, ps my There was a gain of 730 a the 
i 1905, and was 201.569 more bay | ie say other 
Boston paper carried for the year 1906. 


Fe He te He He 


WORD AD, 10 cents a ‘cents a day. Datty EXTrr- 
PRISE, Brockton, Mass. Circulation, 10,000, 





MINNESUTA 
HE Rane poe ly byes is the recognized 
ta ai i by 





~T. PAUL DISPATCH, St. ~— Minn., covers 
its field. Nine months’ average, 68,833. 


The Minneapolis JOURNAL, Daily 
and Sunday, cerries more clas 
sitied advertising than any other 


nay ey newspaper. No free 
Wants and no Clairvoyant nor 
objectionable medical advertise- 
ments printed. Cinssified Wants 
printed in Nov.. 142,142 lines. In- 
dividual advertirements, 20,491. 
Eight cents per i 
sertion, if charg 
for less than 24 cents. If cash ac- 
© ©] companies order the rate is Ie. a 
word. No ad taken less than 2v0c. 


CIRO’LAT’N ((. HE MINNEAPOLIS TRIBUNE is 
the oldest Minneapolis daily 

and has over 100,000 subscribers. 
It publishes over 80 of 
Want advertigements every week 
at ful) price (average of two 
pages a day); no free ads; price 
—e both morning and even- 
@ issues. Rate, 10 cents per 


Am. a 
paper Di'to a. Daily or Sunday. 








MISSOURI. 
HE Joplin Grose carries more Want ads 
than all other papers in Southwest Missouri 
combined, because it gives results. One centa 
word. Mivimom, lbc. 


MONTANA, 

ee Anaconda STANDARD is Montana’s prea’ 
Want-Ad” medium; le. a word, Averag 

circulat’n (first 6 mos. 1907), 11,187; Sunday, 15,068 ‘088, 





NEBRASKA. 


HE AMERICAN FARM LiBRaRY, Edgar, Nebr. 
Monthly. Circul'n 25,000, Rate, 2c. per word. 


NEW JERSEY. 
EWARK, N. J, FR8IE ZEITUNG (Daily and 
a Sunday) reaches bulk of city’s 100,000 Ger- 
mans One cent per word ; 8 cents per month. 


Dharm CITY EveninG JOURNAL leads allother 

Hudson County newspapers in the number 
of classified ads carried. It exceeds because ad- 
vertisers get prompt results, 








NEW YORK. 
LBANY EVENING JOURNAL. Vastern N. Y."s 





tialny ng columns, 





best paper for Wants and classified ads, 
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RGUS, Mount Vernon’s only daily. Greatest 
A'w Want Ad medium in Westchester County. 





I UFFALO NEWS with over 95,000 circulation, 
isthe only Want Medium in "Butfalo and the 
strongest Want Medium in the State, outside of 


New York City. 


pounreer INK, publishea weekly. The rec- 

ognized and jeaging \\antad medium for 
want ad meaiums, mail order articles, advertis- 
ing novelties, printing. typewritten ci:culars, 
rubber stamps, Office devices. adwriting, bulf 
tone making, and practivaliy anything whicn 
Interests and appeais to auvertisers and obusi- 
orss men, Classified aavertisements. 20 cents 
a line per issue flat, six worvs Co a line,’ 


OUNGSTOWN VinpicaTor—Leading “Want” 
medium, lc. per wora. Largest circulation. 


OKLAHOMA. 
[= OKLAHOMAN Okla. City, 21,381. Publishes 
more Wants than any 7 Ukila. competitors. 











PENNSYLVANIA. 
T= Chester, Pa., TIMES carries from two to 
five times more ciassifiea ads than any 


other paper. Greatest circulation, 





RHODE ISLAN 


PROVIDENCE TRIBUNE, ne8te and even- 
ing, 43,900, brings results, cost the lowest, 


SOUTH CAROLINA. 
a Columbia STATE (O©) carries 
4 more Want ads than any other 
South Carolina newspaper. 


ANADA. 
A PRESSE, Montreal. Largest daily circula- 
4 tion in Canada witnout exception. (Daily 
100,087. Saturdays 117,000—sworn to.) Carries more 
want ads than any newspaper in Montreal. 


'N\HE DAILy TELMGRAPH, St. Jobn. N. B., is the 

want ad medium ot the maritime provinces 
Largest circulation and most up to-date paper of 
Eastin Canada. Want ads ove cent a word. 
Mivimum charge 25 «ents 


“pee Montrea! DaILy STAR curries more Want 

advertisements than aJi other Moncrea) 
datlies combined. The FamiILy H&RaLD ANU 
WEEKLY STAR carries more Want advertisements 
than apy other weekly paper iv Canada. 











BUSINESS GOING OUT. 
The Pictorial Review, New York, is 
asking rates from newspapers on some 
advertising. 


The Cramer-Krasselt Company, Mil- 
waukee, is asking rates on 1,000 inches 
from newspapers. 


The Gibson Whiskey account will be 
placed in the future by the Richard A. 
Foley Advertising Agency. 

Weinberg & Company, New York, 
are making 5,000 line contracts with 
newspapers for the Omega Chemical 
Company. ; 

Kastor & Sons, St. Louis, are using 
88 lines in big Sunday newspapers for 


the Truesight Spectacle Company, of 
the same city. 
The Freeman  Eskridge Agency, 


Richmond, is placing 500 inch con- 
tracts with newspapers for A. Hatke & 
Company, of the same place. 


An experimental line of copy for the 
Holmes Seed Company, Harrisburg, 
has gone out through the Me Farlan 
Publicity Service, of that city. 
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Williams, Grace & Company, Phila- 
delphia, are using space in newspapers, 
8% inches, double column, 5 inser- 
tions, and are asking rates on 5,000 
lines. 


The  Long-Critchfield Corporation, 
Chicago, is making 4,000 line contracts 
with weekly papers for the Ohio Car- 


riage Manufacturing Company, of 
Columbus. 

The Jaros Agency, New York, is 
using 5 inches, single column, 8 to 12 


times, in newspapers for the Chasse 
Manufacturing Company, makers of 
mouse traps. 


Since the re-organization of the old 
Shady Hill Nurseries into the New 
England Nurseries, its advertising is 
handled by the McFarland Publicity 
Service of Harrisburg. 


florist, Wen- 
do some test 
spring, the 
by the Mc- 
Harrisburg. 


B. Hammond Tracy, 
ham, Massachusetts, will 
advertising in the early 
campaign to be directed 
Farland Publicity Service, 


Penick & Ford, Ltd., New Orleans, 
handlers of sugar, syrup and molasses, 
have placed their advertising appropri- 
ation in the hands of N. W. Ayer & 
Son, Philadelphia, and copy will be 
sent out to newspapers, 


The Bauer Machine Works Com- 
pany, Kansas City, Missouri, is using 
the agricultural press to advertise its 
gas engines; business going out 
through the WHorn-Baker Advertising 
Company, of the same place. 


The Fruit Grower, of St. Joseph, 
Missouri, has been advertising suc- 
cessfully for subscriptions and a new 
spring list has just been closed, the 
business to go through the McFarland 


Publicity Service, Harrisburg. 
C. E. Sherin & Company, New 
York, are using 14 lines, every other 


Sunday for five months in Sunday pa- 
pers; and eveiy other day for 3 
months in newspapers for the St. 
James Society, New York, a morphine 
cure. 


The appropriation of the Glen Saint 
Mary Nurseries Company, Glen Saint 
Mary, Florida, confined exclusively to 
southern publications, is placed through 
the McFarland Publicity Service of 
Harrisburg. The business runs during 
the winter only. 


The Business System Store, Kansas 
City, Missouri, is using 56 line copy in 
country papers of eastern Kansas and 
western Missouri, to advertise the 
Royal Typewriter; business being 
placed by the Horn-Baker Advertising 
Company, of Kansas City. 


A daily newspaper advertising cam- 
paign has been tried out by the Well- 
knit Hosiery Company, of Harrisburg, 
and will now be prosecuted with vigor. 
Some magazine space may be used 
also, as a result of experimental in- 
sertions made in December. This ac- 
count is handled by the McFarland 
Publicity Service, of Harrisburg. 
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FOREIGN TRADE. 


PrinTERs’ Ink. In addition to the reports upon 


the domestic industrial outlook 
contained in this issue of Print- 
THE PRINTERS’ INK PUBLISHING ERS’ INK the first of an important 
COMPANY, Publishers. series appears upon advertising 
Seisieniis te. as inane Oe in Great Britain. Many manu- 
mag ore a ‘lead facturers will read with interest 
New YorK City. : h ‘cl pe" : 
Telephone 4779 Beekman. these articles upon British condi- 
siciheeias taamene We nesaneen tions, because they realize that 
sident, o 2 eR. 
Seemann, Datta Monee. their foreign business is woefully 
Treasurer, GEORGE P. ROWELL. weak, and that before it can be 
The address of the company is the address of strengthened to any considerable 
eo coe. extent they must increase their 
A knowledge of foreign conditions. 
Issued every Wednesda: ubscription ~),, fa A 
m4 two dollars’ « a year, one dollar for six Lhe British public cannot be won 
months. On receipt of five dollars four paid by the same tactics that have 
subscriptions, sent in at one time, will be ber how rod ful h d 
down for one year ng = ae = een proved successtu ere, an 
rate. 5 
dollars a hundred. Being printed from. eteetr: an Ranges re who 
t tes, itis always ssible to sup) Cc. r1¢ 
numbers, if wanted it lots of 500 or more. but in Wishes to call advertising to his 
all such cases the charge will be fivedoliarsa aid in marketing his product 
hundred. abroad quickly finds this out, and 
ADVERTISING RATES to his sorrow. 
Advertisements 20 cents a line, pear] measure ae . 
15 ines to the inch ($3); 200 lines tothe page ga) It has been so easy to dispose 
tisess, iPerunted double price wdemanded, "Of One’s product at home of late 
Un time contracts the last copy is repeated years that manufacturers have 
fi to hand x > 
Db . 
hen Dew Copy tats vO Seation, tore WK taken no thought of a wider 


ing ane y th ith, ter or year, may k 
e month, quarter 2 
a Ls at the plenaure of theadvertiser, Market, or of a day, more or less 


A JOURNAL FOR ADVERTISERS, 


London Agent. F.W. Sears, 50-52 Ludgate Hill,E.C. 


and space used paid for prorata. 1 4. remote, when they might earnest- 
ise. 
————— ly wish for such a market to take 


Everything appearing as reading matterisin- the place of one at home which 
serted free. . 

All advertisements must be handed in one had proved a failure. How many 
See factory owners would have con- 
New York, January 1, 1908. sidered themselves most fortunate 

in the last quarter of 1907 if 
they had been able to turn to 
Great Britain with their goods, 
where money was to be had for 
commercial purposes. 

American manufacturers are 

AN appeal to the records of provincial if they confine their 
success is apt to be the occasion ‘energies to supplying home trade 
of a successful appeal. to the exclusion of foreign mar- 

serene kets, which are theirs if they will 


Qvatity of circulation is not a but learn how to capture them. 
substitute for quantity, but it may = oe market is -—_ one 
add to the value of the quantity, —the ‘argest| one, probably—in 


if the latter is large enough which Americans can compete 
i away from home. Our foreign 


—— trade on the Continent, in Asia 

MAKE your advertisements dif- and South America can be in- 
ferent from its neighbors but let creased by millions of dollars. 
the difference be a reflection of | What a comfort it would be, 
the store itself and not a repro- when the home market fails un- 
duction of its owner’s eccentrici- expectedly, to be able to turn to 
ties. There may be a wide dif- an undisturbed selling-place 
ference between the individuality abroad to take up the surplus 
of the establishment and the per- product. Manufacturers cannot 
sonality of the merchant. The ad- begin too soon to find out how 
vertising should represent the they may be able to increase sales 
business, not the man, beyond the seas, 











APPEALS to the public as a 
whole have won the greatest for- 
unes in advertising. 
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PROSPERITY. 


This issue of Printers’ INK, 
which the publishers feel war- 


ranted in terming the “Prosper- 
ity Edition,’ will be sent out 
very generally to advertisers, 


whether or not they are at pres- 
ent subscribers. Copies are being 
thus widely distributed in order 
to place before advertisers the 
extended reports upon the indus- 
trial outlook which the issue con- 
tains. Business as a whole has 
been halting during the last few 
weeks, and it is difficult to find 
two men who will attribute this 
slowing-up to the same cause, If 
there is a cause for continued de- 
pression, Printers’ INK wanted 
to know it, and now that these 
reports show, apparently, that 
there is no real reason for wide- 
spread slackness PrinTERS’ INK 
is glad to pass the word on. 

It is not the policy of this pa- 
per to talk about adverse busi- 
ness conditions; too much talking 
never serves a good end, and it 
is true that excessive and irre- 
sponsible conversation helped to 
pave the way for the “flurry,” or 
“panic,” or “hard-times,’ out of 
which the country, it is hoped, is 
emerging. On the other hand, it 
is not wise to remain silent if the 
opportunity is afforded of oppos- 
ing a mistaken and ill-timed feel- 
ing of pessimism. This is the 
reason why it has seemed best to 
devote a large share of an entire 
issue of Printers’ INK to the re- 
ports upon the business outlook. 

An officer of one of the large 
advertising agencies said last 
week that he believed 1908 would 
be one of the heaviest years, 
from an advertising standpoint, 
that this country has known. The 
eastern representative of a Chi- 
cago trade paper stated about the 
same time that he has had no 
especial difficulty in renewing all 
his advertising contracts as they 
expire, and expects to have more 
new business signed this month 
than he did in January, 1907. 
The advertising manager of a 
leading magazine asserted that 
while he had had difficulty in 
presenting a respectable appear- 
ance in his January issue, the 


coming year, taken as a whole, 
he expects will exceed 1907 in 
volume of business. A national 
advertiser, whose name is a 
household word, spoke in most 
encouraging terms of the outlook, 
saying it would be most unwise 


‘for him to relax his efforts at 


this time of all others, especially 
as some of his competitors were 
very liable to do so, 

The reports are general that 
the leading industries will re- 
cuperate early in the year. Upon 
the financial situation depends the 
resumption, and here also there 
is reason for optimism. The 
banks are entering upon a more 
liberal policy, without which 
there would have been real cause 
for alarm. And with their as- 
sistance the country’s industries 
may be depended upon to ad- 


vance, provided the ‘‘captains” 
do not retard the wheels of 
progress. 


Logically, the year just entered 
upon would seem, in very many 
lines, to be the time for pro- 
gressive business, men to use in 
developing new’ trade and 
strengthening that already  se- 
cured. And just as logically ad- 
vertising may be relied upon now 
as much as ever to assist in the 
development. 








N. D. Tuompson, Jr., who for 
the past three years has been ad- 
vertising manager of the Sim- 
mons Hardware Company of St. 
Louis, which is the largest hard- 
ware house in the world, will re- 
sign January Ist. For the pres- 
ent he will occupy himself with 
his duties as a director of the 
Thompson Publishing Company, 
St. Louis, of which his brother is 
president. 





Tue Providence Evening Bul- 
letin announced a rapid rise in 
circulation on December 16, 17 
and 18, amounting to more than 
9,000 copies. 





Tue Pawtucket, R. I., Times 
announces that it will maintain 
its present subscription price of 
$3 a year. 
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THE Chicago Advertising As- 
sociation celebrated Christmas 
with an_ old-fashioned turkey 
dinner, given in the club rooms. 








Tue Richmond Advertising 
Agency, of Richmond, Va., in a 
six-page folder advances good 
reasons why an advertiser should 
employ a southern agent in strik- 
ing out after business in the 


South. 


“Tus writer evidently became sacred 
by his own analogy, as indicated by 
his vague wind-up.” 

Thus reads a sentence in a 
communication from C. R. Lipp- 
mann that appeared in a recent 
issue of Printers’ Ink. The 
word “sacred” should read 
“scared” in order to give sense. 


eee 


Tue Leader and the Times, 


Wilkesbarre, have consolidated 
under the name of the Times- 
Leader. A new company has 


been formed to publish the paper, 
known as the Times-Leader Pub- 
lishing Company, and the com- 
bination is represented in the 
East and West by LaCoste & 
Maxwell, New York. 

Tue Manitoba Free Press, of 
Winnipeg, has for several years 
sent out at Christmas time novel 
souvenirs of western Canada, 
always accompanied by a descrip- 
tive illustrated booklet which 
usually contains an Indian legend. 
This year the token takes the 
form of a diminutive barrel of 
flour from wheat raised and 
ground in the territory of the 
Free Press, 








Des Mornes_ publishers, who 
protested to the Postoffice De- 
partment at Washington against 
the enforcement of the new rul- 
ings of the Postmaster-General 
affecting second-class matter, 
have been assured by Third Assist- 
ant Postmaster-General Lawshe 
that, while there will be no for- 
mal general postponement of the 
order, publishers who proceed in 
good faith to clean up their lists 
need have no fear of being 
molested by the department. 


AN advertisement of De-tan- 
ated Coffee, states that it is 
“richer in caffeine than other 
brands.” Is this quality in coffee 
usually considered a good selling 
point? 


Tue Bright & Verree Agency, 
New York, have added the Balti- 
more American to their list of 
newspapers, and in doing so have 
secured the services of D, Pey- 
ton Bevans who, for many years, 
has been the eastern advertising 
manager of the American, 


The Fern: The indications 
are that adver- 

Press. tisers will devote 
considerably more attention to 
the farmer’s trade in the immedi- 
ate future than he has in the past. 
Every year they hold the farmer 
in greater esteem, because the 
latter is broadening out, and is 
becoming a purchaser of the sort 
of articles which not so very long 
ago could be sold only in cities 
and the larger towns. The 
changed condition of things has 
come about so quietly that it is 
hard for many to realize what a 
fair-minded, broad-minded  indi- 
vidual the average farmer has 
grown to _ be. Probably the 
events in the industrial world of 
the last weeks of 1907 have done 
more than any other one thing to 
convince manufacturers that they 
have a more or less undeveloped 
field in the country districts, 
which is affected to less extent, 
perhaps, by the shrinkage of 
stock values and tightening of 
currency than any other portion 
of the country. This knowledge 
will naturally increase the im- 
portance of the farm press in the 
eyes of advertisers. The agri- 
cultural papers which have true 
worth, and which succeed in im- 
pressing advertisers with the fact 
that they can be of genuine ser- 
vice to them, will reap the great- 
est advantage that will accrue 
from this knowledge. 

The indications are that 1908 
will be a year of unusual oppor- 
tunity to the good farm papers 
which are sufficiently far-sighted 
to realize it, 
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Tue publishers of the Metro- 
politan Magazine state that Janu- 
ary advertising shows a net cash 
increase of six per cent over the 
corresponding month last year. 
This is a remarkable showing and 
is evidence of the fact that the 
Metropolitan is appreciated, 





TueE Louisville Herald sent out 
its usual Christmas gifts, in the 
form of quart bottles of Ken- 
tucky rye. In these latter days 
of anti-saloon agitation, these 
bottles must be considered veri- 
table oases in the great American 
desert. 


aes mete 
—_—— 


», Brief mention 
The Woman's was made in last 

Magazine. week's PRINT- 
ERS’ INK of the re-entry of the 
Woman’s Magazine at second- 
class postage rates. The pub- 
lishers, and Mr. Lewis in par- 
ticular, are to be congratulated 
upon the outcome of the long 
fight for justice. Most fair- 
minded men who have followed 
the case believe that the Lewis 
Publishing Company has _ been 
persecuted by the Postoffice De- 
partment in a singularly unjust 
and offensive manner, and the 
announcement of the formal re- 
admission of the magazine to the 
same rights possessed by other 
legitimate publishers will be wel- 
come news to publishers and ad- 
vertisers alike. 

The January issue will consist 
of 400,000 copies, this represent- 
ing the number of paid subscrip- 
tions satisfactory to the Post- 
office Department. Advertising 
rates have been made applicabie 
only to the January and February 
issues, because it is expected that 
before March a circulation great- 
ly in excess of 400,000 copies can 
be shown which will be ‘‘satisfac- 
tory to the department.” Before 
the February issue gues to press, 
in fact, Cal. J. McCarthy, the 
advertising manager, believes the 
renewals and new subscriptions 
will increase the list tremendous- 
ly. Now that the Woman's 
Magazine has come into its own, 
it would not. be surprising if it 
should make big strides during 
the new year. 
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The Shaw Business College 
of Bangor, Maine, recently 
wrote to the Yawman & Erbe 
Mfg. Co., of Rochester, New 
York, inquiring as to the 
source of supply of the ad- 
vertising designs and illus- 
trations used by that Com- 
pany. 

Mr. Marquis Regan, the 
advertising manager of the 
Yawman & Erbe Company, 
replied as follows : 


‘‘Noting your favor of the 
13th inst. : 


‘‘We beg to refer you to 
The Ethridge Company, 
Union Square, New York, 
N. Y., whoare the best people 
in the country on art work 
for advertising illustrations 
of any kind. These people 
not only furnish wash and 
line drawings, but have on 
their staff models for all 
classes of work, and under 
your instructions can give 
you just the kind of special 
posed photographs you de- 
sire. They also furnish the 
half-tone engravings.” 


* * * 


This incident is referred 
without comment to adver- 
tisers who need designs. 


THE ETHRIDGE CO, 
41 Union Square, 
New York City. 








A LOOK 


PRINTERS’ INK. 


AHEAD. 


The following reports upon business conditions have come to PRINTERS’ 
INK in answer to a request sent to seventy-five newspaper publishers, located in 


various parts of the country, 
the Union. 


At least one request went to each State in 


It isnot the intention of these reports to spread an erroneous view of 
conditions; each correspondent was especially requested not to color his 
statement, but to submit the facts as they exist, and his honest judgment re- 


garding the coming year. 


The reports are worthy of careful consideration by every advertiser, In 
printing them PRINTERS’ INK is guided solely by a desire to correct any 
false impression that advertisers may have received that the new year will 
be a “lean” one, and that they would better reef sails and wait for the storm 


to blow over. 


Diligent inquiry fails to bring out a valid reason why the year just com- 
menced should not witness a continuation of the prosperity just passed, 





Lewiston, Me., Dec. 10, 1907. 
The supply of money in Lewiston 
and the country district surrounding 
the city is increasing. Manufacturers 
have had but little trouble to meet the 
wages of employees. In no case that we 
know of have the wages been cut and 
there has been but slight curtailment 
in the number of men employed. Con- 
fidence is returning to the people. The 
crops have been very good and there 
is as much money to spend, apparent- 

ly, as usual. 
PUBLISHER “JOURNAL.” 


RUTLAND, Vt, 1 Dec. 19, 1907. 

Money is becoming more plentiful. 
Manufacturers are paying off promptly 
in cash. Wages have not been cut. 

The people are feeling the return of 
confidence and everybody seems to he- 
lieve it will arrive in good time. 

The crops have been good. The 
same conditions prevail here probably 
as in other parts of the country. Peo- 
ple have spent money like drunken 
sailors during the past few ® years. 
Perhaps they are curtailing a little, 
but reports from the merchants as to 
the holiday trade show that they are 
doing the usual amount of business. 
Taken at random four merchants in 
different lines of business report busi- 
ness better than before. To sum it up 
should say the Christmas trade is fully 
up to the average. 

Collections for advertising seem to 
be good, and merchants ere using as 
much if not more space than formerly. 

Summing up, this section has felt 
the flurry probably as little as any sec- 
tion similarly situated. 

The country trade, which enters 
largely into this town, seems good, 
though perhaps not as strong to date 
as formerly. 

The banks are strong and meeting 
allemergencies in business-like fashion. 

TF. T. Parsons, 
Manager Rutland Herald. 


SPRINGFIELD, Mass., Dec. 10, 1907. 

In reply to your communication of 
the 7th, we are glad to report that 
the present business conditions, and 
the outlook for future business, in this 


vicinity are remarkably favorable, cun- 
sidering the financial crisis through 
which the country has lately passed. 
The banks of western Massachusetts 
have been wisely managed during the 
trouble, and have been exceedingly ac- 
commodating to their customers as a 
rule, so that the wages ot employees 
in the manufacturing establishments 
have been regularly paid in cash. 

There are a few instances among 
the manufacturers in this section 
where some curtailment of production 
has been found necessary. As a rule, 
however, the manufacturing industries 
hereabouts are still running full time, 
and there hes been no cut in wages of 
any account. The people appear to 
have confidence that the worst of the 
trouble is over, and that we are to 
have at least a fairly good business in 
1908. There seems to be about as 
much spending money in preparation 
for Christmas in this neighborhood as 
in former recent years. 

HE “REPUBLICAN,” 


Provipence, R. I., Dec. 10, 07. 

The retail store dealers of this sec- 
tion report a trade fully as good as 
last year, thus “evidencing that the 
people in this section have money to 
spend. It is evident also that the acute 
stages of the money scarcity has been 
passed here, 

There was at no time any failure 
of the manufacturers to pay their help, 
although some of them had to hustle 
around a bit in order to do it. While 
some of the woolen mills are running 
on short time, the cotton mills are all 
working full. One concern in_ this 
section which shut down _ indefinitely 
resumed operations after a week of 
idleness, and the action of this concern 
indicates a better feeling in the trade. 

There have been very few flat shut- 
downs in the factories, but a great 
many have curtailed production. The 
general feeling is that the setback is 
of a temporary nature only. 

M. S. Dwyer, 
Manager Tribune. 


Bincuamton, N. Y., Dec. 9, ’o7. 
The manufacturing interests of 
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Binghamton are so_ diversified that 
spasmodic business fluctuations, either 
of panic or abnormal prosperity, affect 
the conditions here less than in many 
places. lf general business of the 


. country resumes its normal condition, 


there is every reason to expect a pros- 
perous year for Binghamton. 

Money conditions here are better 
than during the brief panic. There 
has been no trouble on the part of 
any of the manufacturers in Bingham- 


ton or suburban towns to meet their 
pay-rolls and wages have not been 
cut. 

Several factories have gone on 


shorter hours, and in some cases there 
have been partial shut-downs or the 
working forces have been materially 
reduced. That condition is not entire- 
ly abnormal, however. The business 
of several of the larger industries here 
is such that at this season every year 
they greatly reduce the output, by 


laying off part of their help or going 
on reduced time. The money panic 
this fall brought about such regular 
reductions from one to three weeks 


carlier than common, but under the re- 
viving conditions most of these firms 
are planning to resume operations for 
the new year’s trade earlier than 
usual. 

The general confidence in the busi- 
ness outlook seems to be better than 
it was two weeks ago. Most of the 
merchants report a good holiday trade, 
while a few of them think it will be 
lighter than last year. Judging from 
the advertising contracts of the Re- 
publican, the confidence of business 
men of Binghamton, and foreign ad- 
vertisers in Binghamton, business is 
a in the least diminished by panic 
ta 

Unless the general 
tions of the country should become 
much worse than is now _ indicated, 
business in Binghamton should be fully 
as good in 1908 as for the year now 


closing. 
H. N. GARDNER, 
Managing Editor Republican. 
Utica, N. Y., Dec. 19, 1907. 

The industrial. and financial condi- 
tions at Utica have not been what 
could be called bad at any time and 
there is every evidence and _ indication 
that they are now and will continue 
improving to a point in advance of the 
general average. There has been very 
little loss of work and wages among 
the thousands upon thousands who are 
employed in the knitting, cotton and 
woolen mills, the factories and foun- 
dries. In the latter there has been no 
lost time at all. A few of the textile 
mills improved the opportunity to shut 
down to take inventory, make repairs 
to boilers, etc. This is an annual af- 
fair for a week or ten days anyhow, 
and this year the difference is that the 
time has been somewhat extended. The 
Utica banks have taken the usual care 
of all their customers and.every pay- 
roll in the city has been met at the 
customary time with cash. The manu- 
facturers look for an excellent season 
with plenty of work. They are making 
plans nel it and in some cases in- 


business condi- 
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creasing their facilities. The clothing 
manufacturers have all been busy and 
expect to be for the next twelve 
months, that opinion being based on 
orders. Most of the local merchants 
report a very satisfactory trade, some 
saying it is in excess of last year. In 
no case reported here have wages been 
reduced. It is no exaggeration to say 
that th® feeling of confidence has 
never deserted our people, and it is 
likewise true that it is growing strong- 
er, amounting to assurance. The crops 
in this neighborhood have been full 
and the prices high. The chief agri- 
cultural business hereabouts is making 
milk for the city and the condensories 
are raising such cereals and vegetables 


as will have ready sale to near-by 
customers. 
“Have the people in your section 


money to spend?” Yes and they have 
been spending it for first-class stock 
and gilt-edged securities at low figures 
and they have been delighted to buy 
so favorably. They have spent it in 
enlarging their places of business and 
improving their residences. Just now 
they are spending it for Christmas 
presents and will have enough left to 
pay their January bills. There has 
been precious little Utica money under 
the carpet. It has been in the banks 
or busy in transactions for the bene- 
fit of its owners. It is certainly true 
that most of Utica’s information about 
hard times has come from _ reading 
out-of-town papers. This is a_ plain 
statement of facts as they exist within 
the parish of the Utica Press. 
Otto A. MEYER, 
Publisher Press. 


Newark, N. J., Dec. 10, 1907. 

In reply to your first question, “Is 
money becoming more plentiful?’ we 
make the following answer: In_ the 
sense that funds are easier at the 
banks than they have been, money is 
more plentiful. It is, however, not so 
easy as it has been, though at the 
— rate of progress it soon should 

In reply to your second question, 
“Are manufacturers better able to 
meet the wages of employees?” we 
would say, to the extent indicated by 
the reply to question one, yes. 

Wages have not been cut to any 


considerable extent, relatively, hardly 
at all. Comparatively, very few em- 
ployees of manufacturing concerns 


have been thrown out of employment. 

There has been no great feeling or 
lack of confidence here among the 
rank and file of the people. 

A news article received by the 
Newark Evening News from Trenton 
to-day by telegraph from official 
sources says in part: “Reports from 
most of the countries are encouraging. 
The late fall has brought to maturity 
crops that were late, thus making up 
in part at least for the very late 
spring, and prices are. , reported as be- 
ing very encouraging.’ 

In regard to your sixth and last 


question, “In other words, have the 
‘people in your section money to 
spend?” we might state that every in- 


dication usually tested on the point 
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whether the people, have money to 
spend, goes to show that such is the 
case, that they have surpluses to use 
for other things than luxuries, as in 
the past. 

THe Newark “Eveninc News,” 
Eugene W. Farrell, Advertising Mgr. 





PuiLapetpuia, Pa., Dec. 14, ’o7. 

During the late money stringency, 
the Philadelphia banks were not af- 
fected, so far as the general public 
could judge, and the banks took care 
that manufacturers were supplied with 
currency for wages. 

We do not hear of any general cut 
in wages or many men being thrown 
out of employment; in fact, the gen- 
eral feeling in Philadelphia, is and has 
been, one of confidence. 

Our advertisers report a satisfactory 
Christmas trade, some of them report- 
ing increases over last year. 

Wa. SIMPSON, 
Business Manager Bulletin. 


PittsspurG, Pa., Dec. 14, 1907. 

Eliminate the pessimist who is con- 
tinually anticipating what might happen 
in the near future and we believe nor- 
mal conditions will be restored. Even 
the pessimist has no real complaint at 
this time. He admits that “at pres- 
ent” the country is progressing along 
safe and sane lines, and when cornered 
by argument he will finally concede 
there has been a gradual improvement. 

The entire world can with safety 
judge general conditions by the Pitts- 
burg situation. When the smoke nuis- 
ance is entirely eliminated here you 
can prepare for a stringent season, be- 
cause the clear atmosphere will reveal 
cold furnaces and idle mills. 

We are elated that this busy bee- 
hive of industry is at this time main- 
taining the regular winter activity. 
Glaring lights from the coke ovens 
and the skies illuminated at night is 
convincing proof, to any traveler 
through the Pittsburg territory, that 
while the financial situation may have 
been menacing, industrial Pittsburg 
was in no manner involved. Pei k 

Pittsburg corporations are enjoying 
a rare season of prosperity. That it 
will continue far into 1908 is not prob- 
lematic, because the orders ahead 
justify the assertion that work will be 
plentiful for several months to come. 
The best example we can furnish in 
answer to your question, “Is money 
becoming more plentiful?” is contained 
in the brief statement of our own re- 
cent experience: 

On Friday night, December 6th, 400 
coal miners were killed at the Monon- 
gah colleries in West Virginia. That 
number of families were left destitute. 
Many widows had from four to seven 
children to support. Destitvtion of the 
most distressing kind confronted these 
poor real victims of the disaster. The 
Dispatch decided to ask the public for 
aid. The first announcement was 
made Sunday, December 18th. The 
result plainly indicates that Pittsburg 
people not only have money for com- 
forts and pleasures, but also money to 
bestow upon those who are in need. 
Money poured in from, all sources, 
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The appeal touched the hearts of mil- 
lionaires, merchants, wage earners and 
children. Contributions in four _fig- 
ures to donations of pennies comprised 
the most satisfactory relief fund ever 
inaugurated by this paper. If charity 
begins at home, Mr. Editor, can you 
not perceive the angle of this argu- 
ment? The people here are comfortable 
and have money to spend for the re- 
lief of others. In addition to the Dis. 
patch fund other relief measures were 
employed. 

Your second question is answered in 
my statement regarding industrial con- 
ditions, Mills would not be operating 
if wages of employees were not paid. 
The workingmen here are well paid 
and are satisfied. Few, if any, reduc- 
tions in wages were made and men 
temporarily out of employment belong 
to concerns closed for repairs. 

The people here are satisfied. The 
storekeeper has discovered that he was 
foolish to anticipate the worst at a 
time when everything justified the 
prospect for betterment. The adver- 
tisers have ascertained that now is the 
season to get busy. Crowded stores 
are the result. We trust that all the 
country will enjoy Pittsburg’s Merry 
Christmas. With P. C. Knox as_suc- 
cessor to Roosevelt, business will re- 
bound, and all branches will be bene- 
fited by the lull which will operate for 
the good of all legitimate lines. 

It is the man who does not adver- 
tise who is suffering from depression. 
Tue DispatcH PuBLISHING Co., 

C. A. Rook, President-Editor. 


BALtimMorE, Md., Dec. 10, 1907. 

In the past month there has been a 
wholesome and_ notable - change in 
sentiment, and so striking has been 
the improvement in some respects that 
instead of a gloomy outlook for 1908 
the prospects are for a moderate, even 
if not an abnormal, business activity 
in that year. There has certainly been 
a marked tendency toward greater ease 
in the local money market, and funds 
are rapidly becoming more plentiful. 

In financial circles the investment 
situation is steadily improving, and 
our leading brokers report steadily in- 
creasing demand for high-class issues. 
This, of course, has no direct bearing 
on the business situation, only in that 
it serves to show that the money situa- 
tion is mending rapidly. 

Regarding industries in general, 
there were a number of reductions ir 
working forces immediately after tine 
October crisis, but a large number cr 
the men then laid off have been re- 
stored to duty in the last few weeks. 
Of course, few factories even now are 
running in full blast, but certainly 
there is nothing bearing even a moil- 
erate resemblance to industrial stagna- 
tion. Confidence is being rapidly re- 
stored all along the line, and early 
in the new year matters should be 
about normal in this vicinity. Cer- 
tainly there has been no marked re 
duction in the purchasing power of the 
community, and as Baltimore is widely 
known because of its conservatism, 
there is every reason to hope that the 
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general depression will be less acutely 
telt here than elsewhere. 
Tue Battimore ‘‘NEws.” 


Wasutncton, D. C., Dee. 19, ’o7. 

The financial distress which has been 
felt recently in other sections of the 
country, has not as yet seriously affect- 
ed this city. 

Careful inquiry among the mer- 
chants, tradespeople, banks, building 
associations and even the pawnshops, 
clicit the reply that business condi- 
tions at this time are normal. Some 
merchants indeed report that their fall 

ason has been the best in the history 
of their houses, and, therefore, they 
feel no apprehcnsion as to the butuse. 

While the people generally may not 
spend their money as freely as some 
would like, yet the fact remains that 
they have money to spend, and are 
parting with it in their own way. 
Expensive presents for Christmas, and 
articles in the nature of luxuries are 
less in demand than those more ser- 
viceable. Yet, on the other hand, 
many of the leading merchants say 
that the demands upon them are for 
goods of a higher grade and _ better 
quality. While here and there the 
volume of business varies, for divers 
reasons easily explainable, yct, so far 
as the total amount spent is concerned, 
there is no evidence of money-famine. 

The banks report that their accom- 
modation is not being withheld from 
legitimate commercial needs, and _ this 
fact is attested by business mcn gen- 
erally. But loans for speculative pur- 
poses or for embarkation in large en- 
terprises involved with doubt or un- 
certainty as to their outcome are not 
many 

The building associations, as well as 
merchants generally, report that their 
collections have never fallen below 
normal, and in some instances special 
extra deposits have been received by 
the former for investment at the usual 
rates of interest. 

Strikes and’ the inability to secure 
laige loans have hampered building 
operations in some quarters, but there 
is nothing in the general situation to 
excite uneasiness or apprehension. 

The spring, it is believed, will show 
the usual activity in this line. 

Washington, unlike most of the large 
cities of the country, is not dependent 
upon manufacturing industries for its 
prosperity. Its great army of govern- 
ment employees ply their trade with 
unceasing vigor. They are never 
troubled with strikes, and their sal- 
aries, drawn from the strong box of 
Uncle Sam, come with unending reg- 
ularity and without fluctuation from 
the hands of their employer. 

Good cheer seems to wait with a 
glad hand for all who may be disposed 
to bid it welcome. In other words the 
smile of a satisfied community is the 
optimistic response which the Capital 
of the Nation has to offer to the 
calamity howler, as well as to the 


doubting Thomas within her gates, 
who clutches his money and_ vainly 
looks for a climax that will never 


come. 
J. Wut Herron, 
Business Manager Star, 
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Cotumsta, S. C., Dee. 10, ’o7. 

“Is money becoming more plen- 
tiful?” Yes; as a matter of fact 
there would have been no scarcity of 
money in this section but for the con- 
gesticn in the money centers in the 
larger cities. ‘Lhe recent statement of 
the National Banks called for by the 
comptroller of the currency shows a 
healthy condition of deposits, loans, 
and reserve funds. The recent rise in 
the price of cotton is causing more 
of it to be sold, and as nearly all of 
the sales are for foreign demand, this 
means the bringing of additional money 
to this section 

2. “Are manufacturers better able 
to meet the wages of employees?’”’ So 
far as we have been able to learn 
there has been no passing of pay-rolls 
by any manufacturers in this State. 
The tightness of the money market has 
probably affected the cotton mills more 
directly than any other industry here 
as they are largely dependent on the 
banks; but they have all tided over 
the stringency successfully; and as 
money is now becoming easier the 
outlook for the mills is very bright. 

“Have wages been cut to any 
considerable extent, or men thrown 
out of employment?” No; so far as 
our observation goes not a single man- 
ufacturing establishment has shortened 
its hours or reduced its working force, 
except in the case of the railroad 
shops where the force has been cut 
down somewhat throughout the South 
generally. 

4. “Is the feeling of confidence re- 
turning to your people?” Yes; the 
general feeling seems to be that the 
present stringency can last but a 
short while and that in a few weeks 
there will be a return to normal condi- 
tions, 

5. “What about crops?” Crops of 
every kind are very good, The cot- 
ton crop throughout the South gener- 
ally is a little below the average, but 
South Carolina has the best average 
this year of any southern State. The 
demand for cotton goods, until the re- 
cent money stringency, has heen very 
strong and the feeling throughout the 
South generally is that the price of 
cotton must go up. Cotton is South 
Carolina's money crop, but this year 
there are large crops of corn and to- 
bacco as well. 

6. “‘Have the people in your section 
money to spend?” Emphatically, yes; 
that is, as soon as the cotton that is 
now being held for better prices is 
put on the market, farmers, who form 
the basis for all prosperity, will be in 
better condition financially than for 
many years past. The State is pros- 
perous, and as soon as the money situa- 
tion becomes normal the_ prosperity 
will be felt by all oa of people. 

WITHERS, 

Advertising mom of the State. 

JacKSONVILLE, Fla., Dec. 9, 1907. 

Jacksonville and the State of Flor- 
ida, as far as I can judge, have felt 
the recent stringency in money matters 


less than any section of the Union. 
At no time have our people had to 
submit to clearing-house certificates 
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or other devices for the payment of 
large or small pay-rolls. The banks 
have been well able to take care of 
all legitimate demands. One thing 
that has made this possibe is that we 
have a spendid lot of bankers who en- 
joy the confidence of our business 
public. Money is becoming more plen- 
tiful, wages have not decreased at all, 
nor have many people been thrown out 
of employment. The idle people that 
we have 
have come from other sections of the 
Union, The sources of our revenue are 
lumber, turpentine, citrus, fruits, fish, 
oysters and truck gardening. Our peo- 
ple in the main are paying their bills 
very well, and the general impression 
in the community is that the strin- 
gency has passed away. We anticipate 








a good winter season and a fairly 
prosperous year. 
Rurus A. RUSSELL, 
Business Manager Metropolis. 





Atianta, Ga., Dec. 9, 1907. 

On Saturday, Dec. 7th, Atlanta 
banks without any hoo! rah! paid out 
real money on checks. It is under- 
stood that clearing-house certificates 
will not be called in on any specified 
date, but that they will be gradually 
retired in such a way as to avoid a 
contraction of local business. 

Except for the evidence of clearing- 
house certificates circulating as money 
there has been no acute feature of a 
financial crisis noticeable in Atlanta. 
Wages have not been cut at all and 
but a very small percentage of work- 
men have lost their jobs. The people 
of this section have now, and through- 
out the past few weeks have maintain- 
ed, splendid confidence in every finan- 
cial institution in Atlanta. Statements 
just published, by State as well as 
National banks, show great strength, 
while the footings are only a_ shade 
under the largest ever shown. ia 

The great money crop of Georgia is 
cotton and this year will show perhaps 
the largest yield for this State in its 
history. Nearly two million bales of 
— will be marketed this season by 
Georgia farmers. The cash value of 
this lint cotton and its raw by-products 
will approximate 150 million dollars. 

Georgia people have grown more 
food products for home consumption 
than ever before and they are in posi- 
tion to spend an immense sum _ of 
money for whatever they need _ or 
want. 

ATKINSON, 
Journal. 


Cuas. D. 
Advertising Manager 


Mosite, Ala., Dec. 21, 1907. 

Mobile and this section ‘of the South 
have been on the upturn for more than 
five years past. Planters (mainly cot- 
ton cultivators) have made excellent 
crops that were sold at profitable 
prices since 1904. This class as a rule 
is out of debt and has money to spend. 
Farming lands have increased’ in 


salable value more than one hundred 
per cent during their fat years, 

There has been steady immigration 
to this section for more than a decade, 
mainly from the West, but with acces- 
sion of colonies from Italy, 
Denmark, 


Greece, 
Finland and Norway. The 
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in our midst are those who* 








western people who have come here 
understand diversified and extensive 
farming, and this class of people find- 
ing lands they regard cheap are buy- 
ing farms in southern and southeastern 
Alabama and in eastern Mississippi, 
and are prospering in cultivating small 
fruit, grapes and garden vegetables; 
these mature early and are profitably 
marketed in large western cities. To- 
bacco and sugar cane are also _profit- 
able crops. 

The cause of the prosperity of Mo- 
bile is mainly ascribed to the influx 
of these people to this vicinity, and 
to the increase in the volume of export 
and import commerce through this 
port, the growth of which has been 
phenomenal—almost geometrical in 
ratio for the past fifteen years, 

Mobile has been one of the largest 
lumber markets in the world. The de- 
cline in prices, that has been in prog- 
ress for more than a year, has af- 
fected that class of people engaged in 
manufacture and sale and_transporta- 
tion of this commodity, seriously. 
Mills have suspended operations and 
discharges of employees or cuts in 
wages of all employed in every branch 
of the industry—including the mill 
machinery supply houses—has followed. 

Cotton farmers who had _ not sold in 
advance have, since the crop matured, 
regarded the prices as too low, and 
have not sold. Thus, this source of 
business has been curtailed this season. 

The banks of Mobile while they 
have been conservative in business have 
issued no clearing-house certificates to 
the general public during the recent 
stringency, and have taken care of their 
customers well. Money here has been 
closely held by dealers, but not really 
stringent. One indication of condi- 
tions is shown in the fact that the 
amount of Christmas Holiday buying 
is smaller in volume than in previous 
years, but this is regarded as having 
been caused by the feeling of insecurity 
rather than want of money, by the 
public of all classes. 

Hostile legislation toward the rail- 
roads in the South has impeded new 
construction and betterments, but 
traffic continues large. This has had 
an adverse effect upon the temper and 
the spending of money by employees. 

Save for results of conditions above 


noted, the people of this section are 
really prosperous, and have money to 
spend, 


“REGISTER,” 
Rapier, Pres. 


THE MoBiLe 

Paul FE, 

Jackson, Miss., Dec. 10, 1907. 
Business conditions are daily grow- 
ing more encouraging in Mississippi. 
This State, perhaps to a smaller extent 
than any other commonwealth in_ this 
immediate section, has not suffered 
greatly from the financial stringency. 
In the lumber manufacturing district 
a goodly number of mills have closed 
down on account of inability to get 
their output marketed, but all of the 
larger plants are running at least four 
days each week; wages have not been 
reduced, and there has been no actual 

suffering among the working classes. 
Lumber, like cotton, is a cash equiv- 
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and can be readily marketed at 
Perhaps three-fifths cf 
— will 
be between 1,400,000 and_ 1,500,000 
bales, is still in the hands of the farm- 
ers, who express their determination 
to hold until the market offers fifteen 
cents or better. 

Manufacturers with weekl wage 
rolis to meet have been ful taken 
care of by the banks. During the early 
period of the stringency checks were 
used rather freely, but the manufac- 
turers are now getting back to a cash 
basis. 

So far as we are advised, there has 
been no reduction of wages. On the 
contrary, Mississippi still complains of 
the labor shortage, and offers abund- 
ant work for skilled mechanics and 
common laborers. The principal cities 
of the State report substantial progress 
in building work. 

In a few lines of employment work- 
ing hours were reduced during the 
latter part of November, but the regu- 
lar hours are being resumed, 

A compilation of the statements is- 
sued by State and National banks 
bearing date of December 3d _ show 
that these institutions are carrying in 
actual cash, or assets readily convert- 
ible into cash, from twenty-five to 
forty-five per cent of their deposits. 
The general feeling prevailing in Miss- 
issippi is one of optimism. 

G. JouNsoN, 


alent, 
any time. 
Mississippi's — yield, 





Business Manager Daily News. 
Mempuis, Tenn., Dec. 17, 1907. 
Banks in this section have not re- 
sumed currency payments; neverthe- 


less, there is a distinctly easier tone 
in the money market and among the 
first of the country to get back into 
regular practices will be the Memphis 
banks, There is scarcely a bank in 
this territory which has not materially 
added to its cash holdings during these 
troubled times. This makes them feel 
comfortable and money to meet pay- 
rolls is more easily obtained than here- 
tofore. Legitimate commercial needs 
have been taken care of at all times 
and the future is not likely to bring 
suffering in this line. The promoter 
and the speculator is receiving no en- 
couragement however. 

The crops in the Memphis district 
are up to or in excess of those of last 
year while the great staple, cotton, is 
selling at a higher price. This makes 
for prosperity. Sales at retail have 
not largely diminished and the streets 
at this time are thronged with holiday 
shoppers. “At wholesale there has been 
a sensible dimunition in trade, but fol- 
lowing the enforced quietude of sev- 
eral weeks, the holiday demand is 
brisk and the merchants are moving 
more . goods than at one time seemed 
possible, 

It is noteworthy in this panic that 
the spirit of enterprise has not been 
killed. There are many people who 
have business planned who are amply 
able to carry out their projects and are 
only waiting the clearing of the finan- 
cial horizon before beginning the un- 
dertaking. There have been’ few 
laborers laid off and the number of 


idle hands about the city is very small. 
The most marked falling oft has been 
in the line of residence building, and 
this has a reason other than the finan- 
cial crisis, since the quieting down in 
that line has been going on for 10 
months preceding. 

Not a manufacturing concern in the 
whole territory, with the exception of 
the saw mills affected by the decreased 
demand for lumber, has been forced to 
decrease its force of labor or laborers. 
They are generally well engaged and 
expect to continue running without in- 
terruption for some time yet unless 
the troubles become much more acute. 

The’ agricultural and consuming 
classes were never more _ prosperous 
than now. 

“COMMERCIAL APPEAL,” 

J. W. Hays, Business Mgr. 
LovisvitLe, Ky., Dec. 13, 1907. 
The financial stringency in this ter- 
ritory has not been as pronounced, in 
my opinion, as in some of our sister 
cities. For instance, our manufacturing 
establishments have always been able 
to secure currency for their pay-rolls 
through the banks, and in no instance 
that has come to my knowledge has 





any bank issued cashier’s checks for 
this purpose. I believe that the money 
market is considerably improved. So 


far during December our holiday busi- 
ness has exceeded the business done 
last December for the same _ period. 
During November our business showed 
a slight decrease, owing in large part 
to the strike of the Louisville street 
car employees, which for a week or 
two seriously affected business, The 
recent statements issued by the na- 
tional’ banks of this city showed nearly 
all of them to be in excellent condi- 
tion. 

I have not heard of any instance 
where wages have been cut in _ this 
territory, but have been informed that 
some establishments have reduced the 
number of their employees. 

Bruce HALpEMAN, 


Pres. Courier-Journal Company. 





Joxtet, Ill., Dec. 12, 1907. 

Joliet as the center in the Middle 
West of the iron and steel industry 
has been slow to feel the effects of the 
money stringency. Only two _ plants 
have shut down—one a manufacturer 
of- horseshoes and the other of malle- 
able iron articles. The Illinois Steel 
Company has merely stopped overtime 
work and reduced its working hours 
in the “spike mill’? a couple of hours 
a day. The total pay-roll of about 
$500,000 a month which has been car- 
ried during the ‘‘boom” time has been 
reduced perhaps ten per cent, or about 
to normal. 

Every effort is being exerted to keep 
all the employees at work and it is 
now believed that the demand tor iron 
and steel in the territory supplied from 
here is keeping sufficiently active to 
tide over the present basis. 

As the working people here receive 
very large salaries, the average indi- 
vidual earnings being larger than 
those- in any city in the country, and 
most of the wage-earners carrying bank 
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accounts, there is no anticipation of 
any “hard times.” 

Retailers report satisfactory business. 
The leading jeweler reports his busi- 
ness from November to this date in 
December ahead of that of last year. 
Two large department stores expect to 
break about even with last year's phe- 
nomenal business. 

This may be in part attributable to 
the adoption of a cashier’s check cur- 


rency which is in use here. The banks- 


expected to keep going on a_ hard 
money basis but could not stand the 
draft to Chicago of the heavy semi- 
monthly pay-rolls. The checks meet 
all requirements and there seems to be 
no inclination to hoard them, conse- 
quently they are possibly more freely 
spent than government currency. 
Crops are not good. The corn is 
soft and light and is being used for 
feed. The farmers are suspicious of 
the new currency, but have no oppor- 
tunity to get hold of gold for inter- 
ment purposes. The stores catering to 
their trade are complaining somewhat. 
There is on the whole little com- 
plaint. The advertising patronage of 
the newspapers is up to that of last 
year and we feel no reason to look for 
any curtailment. I have interviewed 
the bankers and find a general feeling 
that the worst is over, and an antici- 
pation that the payment of January 
dividends will clear the financial hort- 
zon and bring about a demand that 
will again start the mills full blast. 
A. S. LeckKIE, 
General Manager Herald. 





Peoria, Ill., Dec. 13, 1907. 
We feel that the conditions here are 
improving very much. There was a 
considerable scarcity of money during 
the recent flurry in New York, but, 
at the present time, it seems to be a 
great deal more plentiful. There has 
been no wage-cutting in this locality, 
and only one manufacturer of any 
importance has closed down his _fac- 
tory. The corn crop has never been 
better and, take it all-in-all, I don’t 
think the people of Central Illinois 
have any reason to complain. 
Peorta Star Company, 
Per H. M. Powell, Business Mgr. 


Des Mornes, Ia., Dec. 9, ’07. 

There is some curtailment being 
made in almost every branch of busi- 
ness: in Des Moines. This comes from 
a lack of confidence in the general 
situation rather than from any direct 
loss of business in this community. 
Since the flurry started, Des Moines 
has opened a new theater and a new 
department store. The theater is a 
vaudeville house, playing the Orpheum 
attractions, and is playing to capacity 
almost every night. The new depart- 
ment store is a cash store—has opened 
up with an exceedingly gratifying 
trade so far as the promoters are con- 
cerned, and is a very noticeable trade 
for a new store in any community. A 
few weeks ago Des Moines banks had 
deposits of $29,000,000; the statement 
called for the past week showed de- 
posits on hand of $23,000,000, Des 


Moines was one of the first cities in 
America to adopt the clearing-house 
certificates, and in fact went to the 
clearing house basis the first day of 
the flurry. The crops in this section 
have been the average crops and the 
farmers generally have great stacks of 
money. The State’s crops show a total 
valuation of $322,000,000. There 
would be absolutely no reason for re- 
trenchment, in Des Moines or, Iowa, 
if it were not for the situation in 
other States. Manufacturers have had 
no difficulty in either meeting wages 
with cash or have had no difficulty in 
securing the acceptance of clearing- 
house certificates. Wages have not yet 
been cut in any branch of industry 
and only the superfluous have been 
thrown out of employment. The 
restoration of confidence is rather in 
abeyance awaiting the restoration in 
the financial centers. In fact the 
alarm in the people of Des Moines 
and Iowa does not arise in our own 
midst but comes from studying the 
situation in other cities. 

The people of Des Moines and Iowa 
have the money to spend and will be 
glad to spend it when general condi- 
tions restore confidence. 

LaFE YounG, Jr., 
The Des Moines Capital. 


Topeka, Kan., Dec. 12, 1907. 

Bank deposits have increased since 
the Wall Street stringency. Never be 
fore has there been’ such a _ large 
amount of money in the banks of this 
State. 

No trouble at all has been experi- 
enced by manufacturers and others in 
meeting the wages of employees; and 
nobody has found it necessary to lay-off 
men. Wages have not been cut. 

There has been no serious lack of 
confidence on the part of the people. 

The official report of the State Agri- 
cultural Department, just made public, 
shows that Kansas now has_ wheat, 
corn and other products ready for 
market worth, at prevailing prices, over 
$200,000,000—a_— record’ breaker—and 
there is active demand for these prod- 
ucts at good prices. 

In fact, never before were the peo- 
ple so prosperous or business condi- 
tions so favorable in Kansas. There 
is no panic in Kansas. 

ARTHUR CAPPER, 
Publisher Capital. 





Kansas City, Mo., Dec. 21, ’07. 

Kansas City is the capital of a vast 
agricultural territory. In that territory 
the people have money to spend. They 
have had a long series of rich years. 
While crops in 1907 were less in quan- 
tity than in 1906, they excelled those 
of 1906 in value. 

D. Coburn, secretary of the Kan- 
sas State Board of Agriculture, official- 
ly reported on December 3, 1907, that 
the State’s crops in 1907 were worth 
$266,000,000, or $19,500,000 more than 
those of 1906, and that live stock now 
in the State is worth $197,250,000 or 
$20,000,000 more than in 1906. An- 
alogous conditions exist in Missouri, 


Nebraska and Oklahoma, The people 
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of these States ae prosperous, and 
there is no rcason to expect that the 
demand for goods in this section of 
the country will be appreciably affect- 
ed by the financial disturbance. 

The uncertainty of November and 
December most seriously disturbed the 
wholesalers and_ packers. But their 
business is gradually recovering while 
the season’s retail holiday trade in 
Kansas City exceeded that of last year. 

The people of the Kansas_ City 
territory have shown little lack of 
confidence. The bankers were alarmed 
more than their patrons and the bank- 


ers are getting over their anxiety. 
For conditions, based as they have 
been on agricultural wealth, have 


proved essentially sound. 
Tue Kansas City “Star.” 


St. Louis, Mo., Dec. 21, 1907. 
The year 1907 has certainly been one 


of prosperity for St. Louis. At a ban- 
quet given a few days ago 7 the 
Latin-American and Foreign Trade As- 


sociation, Edward Devoy,  vice-presi- 
dent of the Merchants’ Exchange, read 
an exhaustive statistical epitome of the 
growth of St. Louis’ trade which 
showed a healthy increase in the num- 
ber of industrial plants, jobbing 
houses, postal receipts, bank clearings 
and freight receipts, all indications 
that St. Louis has added a goodly 


quota to her turn-over during 1907. 
The effects of the recent flurry are 
rapidly vanishing. Currency is circu- 


lating freely and the people have ab- 
solute confidence in the solidity of our 
banking institutions. Pay-rolls are 
generally being paid in the usual man- 
ner, as was the case previous to the 
near-panic. Firms that paid their em- 
ployees in cash are doing so now; 
those who paid them in checks, adhere 
to that method. Wages have not been 


cut and while some large  establish- 
ments have found it necessary to re- 
duce their forces temporarily, there 
are not many people out of employ- 
ment. The number of individual 
checking and savings accounts in St. 


Louis has been largely augmented dur- 
ing the year, which shows that the con- 


sumers have a large reserve force 
auguring well for the future. 
Crops throughout Missouri and the 


Southwest have been very satisfactory. 
The farmer refused to pay the least 
attention to the money scare. Corn, 
wheat, cotton and fruit are now mov- 
ing in quantities that grow daily and 
as a result country bank accounts are 
also increasing from day to day. 

1908 should be a rich harvest for 
the advertiser who makes his wares 
known to the thousands of prosperous 
tillers of the soil, mechanics and others 
in this territory who are working as 
one man, to make the Southwest 
greater than ever. 

Joun SCHROERS, 

General Manager St. Louis Times. 





MrinNeEapoLtIs, Minn., Dec. 14, ’07. 

Only part of your list of questions 
apply to local conditions in the North- 
west. The scarcity of currency in 
general circulation lasted only a short 
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time here. Business men _ acceded 
readily to the substitution of checks 
where it was not inconvenient and the 
banks supplied at all times money for 
cash pay-rolls and other necessary pur- 
poses. With gradual relaxation of the 
stringency, normal conditions have re- 
turned, with bank balances consider- 
ably larger and the check habit more 
general among the people. 

At no time have local manufacturers 
in good general condition had the least 
difficulty in meeting the wages of em- 
ployees, The banks have taken care 
of all these concerns, both in the mat- 
ter of currency and credit. The wages 
of skilled labor have not been cut in 


any case under observation, though 
the extravagant wages formerly paid 
unskilled labor are a little shaded. 


The same remark may be applied to 
loss of employment, this being great- 
est among persons of lower qualifica- 
tions, taken on when the labor market 
was understocked. With the cautious 


restriction of output and _ contraction 
of credit among manufacturers and 
other employers of labor, more per- 


sons than usual find themselves out of 
employment in this season of transition 
from one occupatiom to another. 

The condition of crops in the North- 
west is that general throughout the 
country; that is, crops are less abund- 
ant but the higher prices make the 
returns from them much larger. So 
large a proportion of our crops are 
for export that the movement has been 
brisk and continuous, except for a 
week or two at the beginning of the 
currency stringency, 

This would naturally make the 
amount of money people have to spend 
at least normal, were the disposition 
to spend it as great as in previous 
years. The indications in both whole- 
sale and retail trade are that pecple 
are buying with more caution, economy 
and limitation of purchases to what 
is necessary. They as well as manu- 
facturers are contracting expenditures 
slightly, more from prudence than 
from necessity. Dealers in luxuries 
suffer most from this contraction, 
though all feel it in a degree. There 
never was any great disturbance of 
confidence in the fundamental sound- 
ness of business conditions in this sec- 
tion. There was a_sharp' warning 
against extravagance in spending and 
borrowing, followed by what seems a 
cool and deliberate intention on the 
part of the people to exercise the same 
foresight and prudence they expect and 


find in large industrial and financial 
institutions, 
PusBLIsHER, THE MINNESOTA TRIB- 


UNE CoMPANY. 





Ltncotn, Neb., Dec. 12, 1907. 
Money in Lincoln and Nebraska is 
becoming more plentiful from day to 
day. Crops in Nebraska were good, 
with a few minor exceptions. Manu- 
facturers in this section seem to have 
no trouble in meeting the wages of 


employees when due, and we _ have 
known of no cut in wages to take 
place on account of financial condi- 


tions, Several railroad companies tem- 
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porarily suspended extensive extensions 
and new work six weeks ago, but in 
most cases, this work has all been re- 
sumed and large forces of men put to 
work again. It is our opinion that a 
feeling of confidence, if it was shaken, 
is returning to the people. If news 
paper advertising is any criterion of 
business conditions, then we say that 
Lincoln and Nebraska are at its most 
prosperous stage. Our advertising, so 
far this month, has been the heaviest 
in the history of the paper. 

Lincotn “Datty Star,” 

F. W. Henkel, Adv. Mgr. 





S1oux Fats, S. D., Dec. 16, 1907. 

In the western part of South Dakota 
the banks paid no attention whatever 
to the financial flurry and paid all de- 
positors and all demands on them as 
fast as presented. In the eastern 
centers the plan of limited withdrawal 
was adopted, the minimum being after- 
ward increased and the enforcement 
of the rule being conditional. Money 
is not particularly scarce although 
small loans are in greater demand 
than the supply. 

Manufacturers at no time have been 
unable to meet the wages of employees. 
Banks made exceptions of  pay-roll 
checks all of which have been prompt- 
ly cashed. 

Wages have not been cut at all in 
this State nor have any men _ been 
thrown out of employment because of 
the stringency. Public and _ private 
works have continued with no sign of 
abatement. 

There has been very little panicky 
feeling here, and what there was has 
almost entirely disappeared. 

The average yield of crops in the 
State was smaller than in some former 
years, but the quality was unusually 


good and the prices have been such, 
that the total income to the farmers 
has been the best ever known. To 


subtract from this there has been a 
smaller expense in harvesting and 
threshing leaving a better net income 
than ever before. 

The people in this State have plenty 
of money to spend although in de- 
tached instances there is a little tight- 
ening up_ individually on small 
amounts of cash in hand, Fall trade 
among merchants, however, is as good 
as usual and it does not appear that 
there is any falling off on account of 
scarcity of money. 

“Tue DAILy 

By Paul F. Skinner, 


Arcus-LEADER,” 
Sec. & Mgr. 


MILWAUKEE, Wis., Dec. 17, 1907. 
There is no reason why a business 
man, a resident of Milwaukee or else- 
where in the State of Wisconsin, 
should not incline toward optimism 
when taking a mental horoscope of 
1908. 

Milwaukee is a wonderful city; Wis- 
consin is a wonderful State. These 
are not mere words. Facts are too 
easily at hand. Milwaukee is a great, 
big, growing manufacturing city. No 
city in the country has more varied 
lines of manufactories. When the 
name of Milwaukee is mentioned any 





distance from home, the first thought 
of the hearer is “Beer.” It is not 
strange that this should be so for our 
big breweries certainly have made 
millions think with the drop of ink. 
While the brewing interest is large, it 
is third on the list of Milwaukee man- 
ufactories. As before stated, Milwau- 
kee’s manufactories are varied, so 
much so that it is almost impossible, 
through any crimp of the times, to af- 
fect all lines seriously at once. This 
is shown in our bank clearances now 
as compared with other cities, and it 
was also amply proven during the 
severe trials of 1903 and the succeed- 
ing years. At the present time Mil- 
waukee’s manufactories are on a sound 
basis. The reduction in labor has been 
very small. There has been little, if 
any, reduction in wages. Nearly every 
manufacturing institution in the city 
is running full and there is no dis- 
couragement among the employers. 
Wisconsin is a great State. Very 
few who have not had occasion to 
study the State have a due apprecia- 
tion of the value of her enormous 
natural resources, There are iron 
mines in the northern part of the 
State; there are lead and zine mines 
in the southwestern part of the State; 
there is a vast timber belt over nearly 
half of the State’s area; there are the 
paper mills in the great Wisconsin val- 
leys; furniture manufactories along the 
eastern shore, as are, also, the largest 
coaling stations and distributing points 
on the great lakes; the lower or 
southern half of Wisconsin is a_ sec- 
tion of country that certainly is 
blessed for all agricultural pursuits; 
in the very southern section along the 
border line is raised the greatest to- 
bacco crop of the North and the qual- 
ity of the crop is spreading beyond 
local bounds in fame. Wisconsin al- 
most regulates the potato market of 
the West; she stands third in produc- 


ing cranberries; stock farms in later 
years have increased by leaps and 
bounds, and there is an enormous 


amount of wealth invested in that line; 
and last but not least, one of Wiscon- 
sin’s greatest industries—her dairy in- 
terest—it is not generally known that 
Wisconsin has gone into first place in 
this industry, the product annually 
reaching into millions. Then there are 
the natural crops—corn, oats, wheat, 
barley, hops, etc., whose annual yield 
is always well up to the average. The 
per capita wealth of the Wisconsin 
resident ranks almost at the top in 
the government records. So, taken all 
in all, the business man of this section 
does not look with awe for the year 
to come. 

Our bankers say that money will be 
easier in 30 days and that in 60 days 
there will be but little left of the dis- 
agreeable panic of 1907. 

L. T. Bovpn, 


Manager Journal. 





CHEYENNE, Wyo., Dec. 19,. 1907. 
Money is becoming more plentiful 
in Wyoming. No. banks have failed 
and new banks are being organized. 
The money stringency is practically 
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over in this section. Manufacturers 
are meeting the wages of their em- 
ployees with cash. Wages have not 


been cut and with the exception ot 
railroad construction gangs, and _ shop- 
men and a few coal miners, no men 
have been thrown out of employment. 
While Wyoming is more of a live 
stock State than an agricultural com- 
munity, the crops of 1907 were good. 
The people of Wyoming have money 
to spend and are spending it. 

’, C. DEMING, 

Editor Tribune. 


OKLAHOMA City, Okla., 
December 11, 1907. 
There has been a gradual improve- 


ment every day since the first week 
of the panic in New York. : 
We do not know of any instance 


where wages of employees have been 
reduced; a considerable number of 
men were thrown out of employment, 
but these were chiefly traveling sales- 
men or office clerks. We think that 
the feeling of confidence is constantly 
growing, and every one is hopeful of 
better conditions after the first of the 
year. The circulation of money is de- 
cidedly more plentiful, and many large 
shipments of currency have been re- 
ceived in this section for use in the 
purchase of cotton and other products 
from the farmer. The Oklahoma cot- 
ton crop this year amounts to 919,000 
bales, the value of which would be 
$45,000,000. The value of agricultural 
and mineral products in Oklahoma 
this year is over $200,000,000, This 
is exclusive of manufacturers. 

The State also has received $5,000,- 
ooo in cash from the national govern- 
ment, which accompanied the entrance 
of Oklahoma into the Union, This 
five million dollars is being placed in 
Oklahoma farm loans and_ county 
bonds, and the money will all ‘be spent 
within this State. The advent of 
Statehood is bringing thousands of in- 
vestors and home seekers to Oklahoma, 
and at the present rate of growth her 
population will be more than 2,000,000 
In 1910. 

For the above, and many other rea- 
sons, the people of Oklahoma are more 
prosperous and less affected by out- 
side financial conditions than the peo- 
ple of almost any other State. 

THe “OKLAHOMAN,” 

By E. K. Gaylord, Business Mgr. 





Puoenrx, Ariz., Dec. 10, 1907. 

The so-called panic has_ scarcely 
made a dent in this part of Arizona. 
In the copper-mining camps such as 
Bisbee and Globe a large reduction in 
the forces of miners has occurred, and 
most of the smaller mines have shut 
down. This of course affected all mer- 
cantile lines, and caused a general 
depression in those localities. The 
situation, however, is much better than 
thirty days ago, and many properties 
will be running again shortly. 

The copper camps of Clifton, Mor- 
enci and Jerome have been running 
about as usual, while in such towns as 
Phoenix, Tuscon and Prescott, condi- 
tions are about normal. The banks in 
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Phoenix and Prescott have been and 
will continue to pay cash to all de- 
positors. Most of the banks in the 
other territorial towns, however, have 
been forced to a certificate basis. 

There has been no default of wages 
whatever in any part of Arizona; 
neither have wages been cut excepting 
in the copper camps of Clifton, Mor- 
enci, Bisbee and Globe, where the 
scale depended upon the price of cop- 
per. In these places a reduction of 
ten per cent to all underground work 
men have been announced. A _ stron, 
feeling of confidence prevails all over 
the territory. Crops were never bet- 
ter in the history of Arizona, and with 
the exception of those who gambled in 
copper stocks, all of our people have 
plenty of money to spend. In fact 
with the above exception none of them 
have lost anything, 

In the Salt River Valley, which is 
an irrigated farming section much 
larger than the State of Rhode Island, 
and in which Phoenix is located, the 
panic has had no visible effect. 

Tue ARIZONA PUBLISHING Co., 

By Harvey J. Lee, Business Mgr. 





Bose, Idaho, Dec. 10, 1907. 

Money is circulating freely and con- 
fidence is returning. Wages have not 
been cut in any line and very few 
people have been thrown out of em- 
ployment. Crops of all kinds have 
been good and prices high. Sheep and 
cattle are bringing good prices. Deal- 
ers in all lines report business as good 
as last year. Of course if conditions 
were normal an increase would have 
been shown as this is a growing sec- 
tion. All of Idaho is in the very best 
condition. Our people have money and 
they spend it. 

CapitaL News Pustitsuinc Co., Ltp., 

By P. S. Sheridan, Secretary. 





PorTLAND, Ore., Dec. 11, 1907. 

You want to know if money is be- 
coming more plentiful out here. That 
strikes me as a very odd question, 
Money is just as plentiful as it ever 
has been, but in numerous individual 
cases people are holding on to it a 
little tighter than usual. This is the 
only difference. The banks are not 
loaning money at present because they 
are in the hoarding business just now, 
simply because individual depositors 
were somewhat affected by the finan- 
cial lunacy of the East. As far as 
Oregon is concerned, the people there- 
of have more than their share of 
money or the banks of the State could 
not have in their vaults at the present 
time a greater average than forty per 
cent of their deposits. 

You ask are manufacturers better 
able to meet the wages of employees. 
There has been no difficulty in this 
connection that has come to. our 
notice. There was a little trouble sev- 
eral weeks ago, when the financial 
scare reached Oregon from New York, 
but it only lasted a few days. 

You want to know if wages have 
been cut to any considerable extent, 
or men thrown out of employment. 
Wages have been cut, in a few in- 
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stances, to the extent of about twenty 
per cent, and a number of men have 
been thrown out of employment by 
those conducting saw mills, due to the 
fact that the transcontinental  rail- 
roads arbitrarily raised the rate on 
eastern lumber shipments, and other 
men have been thrown out of em- 
ployment by railroads, particularly the 
Harriman line, discontinuing the work 
of improvements and _ extensions in 
Oregon, at the time of the financial 
flurry. Outside of this, the people of 
Oregon are at work, and there seems 
to be no particular shortage of em- 
ployment. 

As to lack of confidence among the 
people, I do not believe that any has 
existed. The scare has been among 
bankers and business men. 

You ask about crops. Oregon raised 
a greater crop of all kinds, than ever 

“Crops” of grain, lumber, 
cattle, sheep, dairy products, 
wool, minerals, fish, fruit, and especial- 
ly the Oregon apple, were never so 
extensive as this year. We even have 
a surplus of hops, and that crop is the 
only one that is not in demand at big 
prices. 

Then you want to know if the peo- 
ple of our section have money to 
spend. I think they have, as shown 
by the surplus products they have for 
sale, and which they are selling. Mil- 
lions of dollars for wheat and all the 
other things mentioned. Oregon apples 
selling all the way from $1.50 to $5 
for a small box here at home. In 
brief I might say that no State in the 
Union can exceed Oregon in cash re- 
ceipts from her production per capita, 
ranging in some counties as high as 
$400 for every man, woman and child 
in the county; mind you not in trade 
but in cash, and the average receipts in 
cash all over the State for Oregon 
products from outside quarters, is ver 
capita not less than $175, and I be- 
lieve it would go to $200 if the calcu- 
lations were thorough and accurate. 

There is one county in Oregon, 
Umatilla, which raises, on an average, 
five million bushels of wheat a year; 
nearly one per cent of all the wheat 
grown in the United States, which is 
sold in the market of the world at 
prices ranging from 60 cents to 80 
cents—this year about 75 cents, at 
stations near the farms, bringing to 
this county from three to four million 
dollars a year in gold, and _ divided 
among a population of only 20,000 
people. Here you can get an idea of 
the per capita production in cash of 
Oregon people. I think this illustra- 
tion will give you a better idea of the 
resources of the State than any other 
that I might be able to offer you. 

C. S. Jackson, 
Publisher Journal. 


SpoKANE, Wash. Dec. 19, 1907. 
We are pleased to be able to report 
that the Spokane country is in a very 
prosperous condition. The financial 
flurry caught us with a crop from our 
grain fields and orchards equal to 


nearly two average seasons, pla~*ng in 





the hands of our farmers more money 
to spend than they ever had before. 
The production of new wealth for 


1907 in the Spokane country, com- 
prising eastern Washington, north- 
eastern Oregon, northern Idaho, 


western Montana and southern British 
Columbia, will exceed, exclusive of 
manufactures, $169,000,000, 

60,000,000 bushels of wheat $46,200,000 








Value of oat and barley 
eS a ee 20,212,000 

Value of apples and other 
BOOED ci sivcsune ates 18,000,000 

Other miscellaneous farm 
err re 16,000,000 

Value of live stock and 
poultry products 14,000,000 
Value of dairy products.. 6,000,000 
Value of output of mines 32,000,000 

1,250,000,000 ft. of lumber 
(estimated) shassden 17,000,000 
$169,412,000 


There are now under construction in 
the Spokane country a number of 
great projects which were thoroughly 
financed before the flurry, including 
four immense steam and electric rail- 
road systems, which will distribute in 
this section during the next year, ap- 
proximately $40,000,000. Barring a 
few isolated cases, wages have not 
been affected in this locality and the 
great army of men employed in our 
mines and lumber camps are still re- 
ceiving very high wages. 

We doubt if the majority of the 
people in the Spokane country have 
lost confidence at all since the finan- 
cial disturbance, and the few who did 
are rapidly recovering. Real _ estate 
transfers have been more brisk the 
last three months than at any time 
during the year, and Spokane, the 
financial center of this district, is one 
of the few cities to report an increase 
in its bank clearings for November 
over the corresponding month of last 
year. 

_ Because of the satisfactory condi- 
tion of our wage earners and $169,- 
000,000 of new wealth added in 1907, 
the Spokane country is unusually 
prosperous. Our people have money 
to spend and the outlook for the 
future is very bright. 

THe “SPoKESMAN-REVIEW,” 
J. F. Young, Business Mgr. 


Montreat, Canada, Dec. 10, ’07. 

The banks are supplying more money 
than they did a few weeks ago. The 
money situation is not acute. 

There has been no failure to meet 
the wages of employees by manufac- 
turers; and there has not been one 
striking failure or assignment. 

Wages have not been cut to any ap- 
preciable extent; nor have reductions 
of workmen been on a scale to cause 
general comment or any widespread 
privation. 

Nothing has occurred to shake con- 
fidence in the country; some stock 
gamblers were “properly shaken.” 

It has not been a banner crop year, 
but the contraction “of business from 
this cause will not leave any perma- 


(Continued on page 36.) 
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« Each year it becomes more necessary for 
the advertiser to confine his attention to 


publications of known strength. 
4 The facts given below are valuable for 
immediate and future reference : 





Issued every week 
co-operatively and 
simultaneously as a 
part of the Sunday 
editions of 


ChicagoRecord-Herald 
St. Louis Republic 
Philadelphia Press 
Pittsburgh Post 
New-York Tribune 
Boston Post 
Washington Star 
Minneapolis Journal 
Rocky Mountain News 
and Denver Times 


“The Story of 
The Associated Sun- 
day Magazines’’ is 
an attractive book- 
let containing com- 
plete facts and 
figures about the 
rermarkable advertis- 
ing service of the 
most powerful me- 
dium in the United 
States. Every na- 
tional advertiser 
should have one, 
Send for it now. 


Address 


THE 
ASSOCIATED 
SUNDAY 
MAGAZINES 
1 Madison Avenue 
NEW YORK 


309 Record-Herald 
Building 
CHICAGO 


The advertisers mentioned have given us permission to use this information. 


{ Six publications, ourselves included, have carried 
full page copy for a manufacturer of toilet preparations. 
The advertiser chose what he considered the six great- 
est advertising mediums in the country. Records of 
answers and dollars received show The Associated 
Sunday Magazines second. 

4 A manufacturer of men’s clothing reports The Asso- 
ciated Sunday Magazines first. 

§] A manufacturer of women’s clothing reports The 
Associated Sunday Magazines first. 


7 One of the well-known magazine publishers reports 
that The Associated Sunday Magazines is one of 
two publications—just two, mind you—which he knows 
by experience will produce satisfactory results for his 
subscription campaign. 

{| This fall The Associated Sunday Magazines has pro- 
duced more results for the principal mail-order piano 
manufacturer than any other publication, 


{ The Associated Sunday Magazines is either the 
leader, or one of the leaders, of a limited list of publica- 
tions receiving full page space from a Vibrator 
advertiser. 

| The Associated Sunday Magazines is high on the 
list for the principal massage cream advertiser. 

The Associated Sunday Magazines is either first or 
second, or was within a few days, on the list of the 
principal watch manufacturer. 


{| Small advertisers make similar reports. 


4] The Associated Sunday Magazines is receiving pub- 
licity copy of the highest grade from the most con- 
servative advertising agents in the country, and 
incidentally the largest. They have checked up every 
statement we have made regarding the character and 
quantity of our circulation. 

J] We have said from time to time, without particular 
emphasis, and now repeat in bold face, or in italics, 
or with a heavy line underneath—any style of typo- 





graphy which is most emphatic to you that: 

J “The Associated Sunday Magazines is the most 
powerful advertising medium of national scope in the 
United States. It circulates more than a million copies 
every week; it sells more circulation for a dollar than 
a dollar will buy in any standard magazine published.” 


{ To-day the national advertiser who buys his adver- 
tising space, as he would buy materials, to get the best 
value for his money, must begin with The Associated 
Sunday Magazines. 
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nent impediment in the way of Can- 


ada’s rapid advancement so confident- 
ly looked for. 
Brenton A. McNas, 
Managing Editor Star, 
WINNIPEG, MANITOBA, 
December 13, 1907. 


In western Canada we have follow- 
ed with sympathetic interest the news- 
paper reports of the financial and com- 
mercial distress produced in the United 


States in consequence of the money 
stringency. While western Canada is 
bound to be more or less influenced 


by the commercial and industrial con- 
ditions which prevail in the Republic 
to the South, the causes which have 
created the present acute troubles in 
your country have merely produced an 
unimportant surface disturbance’ in 
western Canada which has not ma- 
terially affected business. The finan- 
cial stringency has led Canadian Banks, 
it is true, to restrict credit, but none 
of them have found it necessary to 
adopt drastic measures to maintain 
their position. Reasonable accommo- 
dation has been provided for commer- 
cial customers and an abundance of 
money has been furnished to meet cur- 
rent Lesinies needs and to cash checks 
presented. Nowhere in western Cana- 
da has it been found necessary to re- 
sort to the issue of scrip to supple- 


ment the legitimate medium of ex- 
change. 

While western Canada does a_ sub- 
stantial amount of manufacturing, its 
chief source of wealth is, and for 
many years will be, drawn from _ its 
fertile lands. Producing its wealth 


from the soil with no large industrial 
population to be affected by commer- 
cial disturbances, this part of the Do- 
minion is in that enviable position that 
it is the last place on the continent to 
feel, and the first to recover from, the 
effects of a money stringency, a finan- 
cial panic or a general commercial de- 
pression, 

The immigration to western Canada 
is 200,000 souls per year. Of this 
number some 60,000 come from the 
United States. It would be a moder- 
ate statement to make to say that the 
United States settlers who have moved 
to western Canada bring into this 
country in stock, in supplies and in 
money, a sum equal in value to at 
least $25,000,000 every year. This 
large movement of wealth producers 
to western Canada has created a great 
activity in railroad building. The 
Government and the Grand Trunk 
Pacific are employing an army of men 
in vigorously pushing to completion the 
new Transcontinental line across Can- 
ada. The Canadian Pacific Railway 
and the Canadian Northern Railway 
are extending branches in all directions 
and expending huge sums in double 
tracking, replacing bridges and_gener- 
ally improving the condition of their 
roads. Every few miles along the new 
lines of railroad towns are springing 
up in which the sound of the hammer 
and saw is heard from daylight to 
dark. The railway sidings throughout 
the West are filled with cars contain- 
ing railway material, building material, 
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merchants’ goods, settlers’ effects, lum- 
ber, etc., etc., and the transportation 
resources of all the lines are taxed 
to their utmost capacity in hauling to 
the Lake Ports the cars loaded with 
grain. 

The close of navigation for the year 
1907 showed that between Sept. 1st 
and Dec. 8th there had been shipped 
out of this year’s crop 20,093,363 
bushels of wheat, 2,040,620 bushels of 
-oats, 578,523 bushels of barley and 
207,226 bushels of flax. About 13,- 
000,000 bushels of the wheat so shipped 
was of contract grade and represents 
a value of over $13,000,000 for this 
item alone. The crop is estimated at 
64,100,000 bushels of wheat, 83,955,960 
bushels of oats and 23,036,000 bushels 
of barley. Of the wheat 30,162,418 
bushels will grade No. 3 and _ better 
and this represents a value of over 
$30,000,000, and the remaining 34,000,- 
ooo a value of at least $28,900,000 or 
nearly $60,000,000 for the wheat crop 
alone, The estimated value of the oat 
crop is $41,977,980; barley $14,984,480 
and flax $1,000,000, giving a grand 
total for the year of $117,962,460--not 
a bad showing in what has been an off 
year the world over. 

All these factors have contributed 
to make business good in western Can- 
ada and to cause the business men of 
the West to look forward with confi- 
dence to a continued period of good 


times. 
E. H. MAcKLIn, 
Manager 


Manitoba Free Press. 


Vancouver, B. C., Dec. 11, 1907. 

We wish to say that as far as Van- 
couver City in particular and British 
Columbia as a province is concerned, 
that times were never more prosperous 
nor was the outlook brighter than it is 
at the present time. Your letter sug- 
gests that one point we cover is that of 
whether money is becoming more plen- 
tiful. If you were to leave out the 
word “Becoming” all we would have to 
answer is “Yes” money is always 
more plentiful in this province. The 
bank clearings as reported by Brad- 
street’s for the week ending Decem- 
ber 7th shows that Vancouver leads 
all other cities on the American conti- 
nent in its ratio of increase, which was 
16.7. over that same period for last 
year. Vancouver for the last three 
years has not one single month shown 
other than an increase over the corre- 
sponding period of the previous year, 
as well as the month previous. The 
business done in Vancouver to-day is 
larger than it ever was. 

Again you ask “Has the feeling of 
confidence returned to our _ people?” 
Our people have never lost confidence. 
If there is one spot on the map of 
the American continent more than an- 
other that the people have confidence 
in_it is British Columbia, 

You ask us in your letter not to 
color our report. We have not. lost 
sight of your request in this regard 
when we state as we have above. The 
wealth of British Columbia is derived 
from its minerals, fruit, fish and tim- 
ber. True the mining industry has 
been somewhat affected by the financial 
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depression in the United States. In 
all parts of the province our mines are 
working to the same extent as ever, 
but in some parts the employecs have 
agreed to a reduction in wages owing 
to the drop in the price of copper. 
The wages paid now are the same as 
those paid at the beginning of the 
year, an increase having been granted 
the miners on April ist of this year. 
As to the other sources of wealth 
prices were never higher than they are 
now. The statistical report compiled 
by our Provincial Government shows 
that the average earnings of our white 
population is $1,200 per year. These 
are figures that we think, without 
coloring, show that the people of 
British Columbia have more money to 
spend than in any other part of the 
North American continent. 
“THE PROVINCE,” 
J. Burd, Business Mgr. 

tor a 


FARMERS ARE HAPPY. 


Cuicaco, Dec. 23, 1907. 
Editor of Printers’ INK: 

All crop statisticians agree that the 
yields of the fields in 1907 make the 
farmer vastly richer than last year. 
The final Government report declares 
that the farmers of the United States 
are $500,000,000 richer than at the 
close of 1906. 

Entries at the great International 
Live Stock Exposition, at Chicago the 
first week in December, exceeded those 
of last year by twenty-eight per cent. 
Attendance records were broken. The 
International is the exponent and the 
barometer of the live stock industry 
in America. 

Reports of public and private sales 
of pedigreed stock indicate sustained 
demand and prices. 

All evidence which reaches us_ indi- 
cates that farmers are hopeful and 
reasonably happy. 

Yours truly, 

SANDERS PUBLISHING Co., 

Publishers Breeder's Gazette. 
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FROM A NEW_ YORK SPECIAL 
NT. 


30. 
New York, Dec. 24, 1907. 
Editor of Printers’ INK: 

I cannot believe that our experience 
this fall has been exceptional. The 
amount of business that we have se- 
cured for the papers on our list since 
last September is equal to the same 
‘ago a year ago. Possibly this may 

owing to our. representing coast 
papers where there has been unusual 
grain, wheat and fruit harvests. There 
is not one large advertiser that has 
not renewed his contract. They all 
appreciate that if there should ‘be a 
slight falling off in business in other 
sections of the country that it can 
hardly affect an agricultural country 
that has just produced unusual yields 
from its orchards and grain fields, and 
at a time when prices for these prod- 
ucts are higher than they have been 
for many years past. 

Wishing you the compliments of the 
season, I remain, 

Very truly yours, 
Wm. J. Morton, 
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“ The Breeder’s Gazette is a remark- 
able paper. It is a remarkable result- 
getter for advertisers. It excludes un- 


desirable ads and it gets its rates.” 
—Profitable Advertising tor Uctober, 1907. 


“The Gazette has been a tremen- 
dous and inestimable force in the 
nation’s progress along the lines of 
judicious improvement in animal hus- 
bandry, and does a work not even 


approached by any other medium.” 
—F. D. Coburn, Secy. of Agriculture for Kansas. 


Che 
Breeder's 
Gazette 


A Weekly Journal for the American Stock Farm 


Note Steady growth in circulation 
for a period of 10 years: 


1898——1,235,110 copies; average, 23,752 
1899-——1 550.950 copies; averaze, 29,825 
1900-——2, 148.200 copies; average, 41.311 
1901 ——2,515,675 copies; average, 48,378 
1902——3, 122,756 copies; average, 60,880 
1908—— 3,529,750 copies; average, 67,605 
19C4——3,523,041 copies; average, 67,751 
1905—— 3,463,460 copies; average, 66,605 
1906 3,640,000 copies; average, 70,000 


1907: 
3,887,250 copies ; 
average, 14,155. 


SANDERS PUBLISHING CO. 


358 Dearborn St, Chicago, III. 
OR 
WALLACE C. RICHARDSON 
Eastern Representative 
Temple Court, New York City 
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WHAT OF THE FARMER? 


During the financial flurry of 


October and November, and 
later, while the country has been 
gradually regaining its wonted 


composure, the splendid condition 
of the farming industry has been 
relied upon by the optimist to 
maintain prosperity in other 
branches, and by his less hopeful 
neighbor to keep the land from 
going entirely to the demnition 
bow-bows. It is useless to repeat 
what everybody knows about the 
enviable position held by the 
farmer, and at the same _ time, 
because of his importance in the 
business world, Printers’ INK 
has thought best to give place in 
this issue to a few letters re- 
ceived from his “trade papers.” 
These are replies to a letter that 
was sent to a number of publish- 
ers of farm journals, requesting 
a report on the probable condi- 
tion of business during 1908: 

SPRINGFIELD, Mass., Dec. 19, 
Editor of Printers’ INK: 

You ask me if there is any good 
reason, in my opinion, for advertisers 
to “reef sails’? at this season because 
of breakers ahead for 1908. Most em- 


phatically there is not. Did you ever 
into a field containing a lot of 


’07- 


go 
sheep? One bobs his head up and sees 
you, and makes a noise, another one 


does the same, then two or three more 
and then the whole herd. Soon one 
starts to run, then a couple more and 
soon they are all running. 

The crowd in Wall Street that made 
up this ball and started it rolling down 
hill never dreamed for one moment 
that it would get more than half way 
down, but it got so voluminous that it 
got away from them and reaching the 
bottom broke into a million pieces. It 
seems to me that all manufacturers 
now are waiting for a few to get to- 
gether, pick up these pieces and make 
a new ball and start it up the hill. 
So much for the manufacturers. 

Now, about the farmers’ end of it. 
The country has been flooded with 
data showing the condition of the 
farmer, and [I don’t know that I can 
offer anything new on this point only 
to say that when the panic of ’93 
struck us the farmer was the one that 
was down and out. Now he is on 
top, and if you take the trouble to 
ask any bond house in New York, 
Chicago, Boston or any large center, 
they will tell you that most of their 
sales nowadays are made to farmers. 
A member of one bond house in Chi- 
cago told me a few days ago that they 
were selling $25,000 worth of bonds a 
day to the farmers. No one will dis- 
pute but what the farmer.has money, 
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if we believe the reports which come 
to us from Washington and which show 
that the fiscal year of 1907 will give 
to the farmer seven and one half bil- 
lion of dollars. 
We sent out a little feeler a few 
weeks ago from responses which we 
have received; the farmer does not 
seem to be worrying much over the 
financial situation. They are buying 
goods right along and are renewing 


«their subscriptions to farm publications, 


lf the advertisers seeking the farm- 
er’s trade will but calmly think the 
situation over and then get their affairs 
into shape so that they can _ spend 
money in advertising in these publica- 
tions they will find the farmer as re- 
sponsive as he has been in years past. 
One thing more, the advertiser who 
goes into the farm papers just now 
should remember that several of his 
competitors have ‘“‘cold feet” and are 
not advertising; and if, for instance, 
he is the only separator man in a 
certain issue, he has a better show for 
his money than as though half a 
dozen others in the same line were 
found in the same issue. 

The Orange Judd Company is going 
right ahead, spending money as it al- 
ways has in the past. It has not can- 
celed one of its contracts yet. It has 
faith in the future. While the year 
1908 may be a little slack it only opens 
up in the years to follow the greatest 


business which this country has ever 
yet seen. The pessimist will get no 
sympathy from any member of the 
Orange Judd Company. 

Yours very truly, 

ORANGE Jupp Company, 


W. A. Whitney, Vice-President. 
Racine, Wis., Dec. 
Editor of Printers’ Ink: 
We do not believe that farmers of 
Wisconsin have ever been any better 
off than they are at this time, so far 
as prosperity is concerned. The ayv- 
erage of the crops grown in the State 
during the past year was not as high 
as it was last year, but the quality 
was almost perfect and prices are bet- 
ter than they have been for many 
years, Our farmers all have money 
and would not even suspect that there 
was a stringency in the money market 
if they were not told so. [ know of 
many farmers in this State who have 
this year cleaned up from $3,000 to 
$6,000 net profit, and it is ridiculous 
for anyone to entertain the idea that 
a little flurry in the money market has 
any influence whatever on these men. 
We never enjoyed stich a deluge of 
renewals as at the present time. For 
the past four weeks our subscribers 
have been renewing their subscriptions 
to the Wisconsin Agriculturist for two 
years in such large numbers daily that 
it keeps a pretty. big office force busy 
to handle the mail. Such action on 
the part of the 60,000 Wisconsin farm- 
ers who read the Agriculturist is pretty 
good evidence, it seems to me, that 
our paper is popular with them and 
that they are not at all scrimped for 
money. The very fact that most of 
them are renewing for two years, and 


(Continued on page 40.) 


at, 


1907. 





























WHAT CLASS OF GOODS 
DOES THE FARMER BUY? 





Considerable interest has been 
aroused amongst advertising men, 
by some statements made in a 
booklet entitled “The New 
Field,’ just issued by The Law- 
rence Publishing Co., of Cleve- 
land, Ohio. One statement is 
that only within the past year or 
two, have manufacturers, who 
sell entirely through local mer- 
chants, begun to realize that the 
farmers’ trade is worth going 
after, and that it cannot be se- 
cured through advertising in 
magazines and daily papers. Also 
that there are some erroneous 
ideas implanted in the minds of 
many general advertisers, such as 
the idea that farmers buy most 
of their supplies from mail-order 
catalogue houses, and that when 
the farmer does patronize his 
local store, he will take the 
cheapest thing he can find, entire- 
ly disregarding the quality or es- 
tablished reputation of goods 
costing a trifle more. 

The booklet gives actual fig- 
ures to show that the farmer 
buys less than two per cent of 
his staple goods by mail, and that 
the other 98 per cent is purchased 
from his local stores. 

The Lawrence Publishing Com- 
pany sent out a circular to a few 
hundred of the readers of their 
well-known weekly paper, the 
Ohio Farmer, asking questions 
about nearly 300 articles in gen- 
eral use by farmers. From the 
answers they have received, they 
have tabulated some information 
that will prove not only of inter- 
est, but also of real practical 
value to almost any advertiser. 

The returns prove conclusively 
that the farmer believes that the 
best goods are the cheapest in the 
end, and that he buys a better 
grade of goods than the average 
city man, 
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The returns also show that 
manufacturers of goods that have 
been advertised in the Ohio 
Farmer have secured practically 
a monopoly over those who, in 
the past, have depended upon 
magazines and daily newspapers 
to reach the farmer trade. 

The booklet contains a number 
of these tables, but we reproduce 
only a few here, to illustrate the 
points just mentioned. In each 
case, the firms or brands named 
are those which have appeared in 
the advertising columns of the 
Ohio Farmer, and those who have 
not used their paper are combined 
under the head of “other makes.” 
Note the monopoly that the ad- 
vertisers have over the others. 

Lamp Chimneys—243 buy Mac- 
beth chimneys (advertised in the 
Ohio Farmer 9 years), and only 
82 buy other makes, and they are 
divided up between 30 different 
makes, or less than 3 each. 

Watches—278 own Elgin 
watches (advertised in the Ohio 
Farmer 10 years), 114 own Wal- 
thams (advertised in the Ohio 
Farmer 6 years), and not a 
single Waterbury reported. 

Baking Powder—Royal  Bak- 
ing Powder (in the Ohio Farmer 
5 years) had 290 users, while 
Price’s, Rumford, Calumet, Cleve- 
land and 81 other non-users of 
the Ohio Farmer had only 123 
users, or an average of 1% each. 

Cocoa—Walter Baker & Co, 
(in the Ohio Farmer 14 years) 
had 244 users, while Van Houten, 
Wilbur and 17 others had only 
36, or less than 2 each. 

The booklet further states that 
during the recent financial strin- 
gency, farmers were the only 
class that had ready money, and 
plenty of it, and that wise adver- 
tisers now realize that, for the 
next year at least, their city and 
town trade is going to suffer an 
awful slump, and are confining 
next year’s advertising campaign 
mainly to seeking the farmers’ 
trade. The booklet claims that 
there is hardly a single article 
used by city folks that could not 
be profitably advertised in farm 
papers of the class of the Ohio 
Farmer. 
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some for a longer term, proves con- 
clusively that they have no inclination 
towards retrenchment. Money is daily 
becoming more easy to obtain through 
the banks and the country seems to be 
full of it. Tax time is at hand and a 
large amount of money will be put 
into circulation in that direction. 
Times are good in the Badger State 
and it seems to me that the outlook for 
business is as good as it ever was. I 
receive many letters daily from farm-~ 
ers throughout the State asking for 
information about different articles ad- 
vertised in our paper and about mat- 
ters that concern them in their busi- 
ness upon the farm. I am_ convinced 
that as soon as confidence is restored 
in the money market that times will be 
as good, if not better than ever, 
throughout the entire country. I can 
see no reason and no occasion for any 
scare whatever. When crops are good 
and prices high the farmers have plenty 
of money, and when that occurs it is 
impossible to have hard times. 
Very truly yours, 
THE “WISCONSIN AGRICULTURIST,” 
C. H. Everett, Editor. 


Oxtanoma City, Okla, 
December 20, 1907. 
Editor of Printers’ INK: 

Oklahoma farmers have the goods; 
they ate waiting for the money and 
are beginning to get it. ; 

Two items show the drift of things. 

The government estimate of Okla- 
homa’s cotton crop is 919,000 bales. It 
is moving slowly. Farmers are_hold- 
ing it and are fixed to hold it for 
fifteen cents per pound. Even at 
twelve cents, the crop, including the 
cottonseed, means sixty million dollars 
to the farmers of Oklahoma. 

Oklahoma’s first State officers took 
charge November 16th. In_ the en- 
abling act, congress appropriated five 
million dollars to the State as a per- 
manent school fund, in lieu of land 
belonging to Indians, which otherwise 
would have gone to the State as school 
lands. Necessary legal steps have been 
taken to procure the payment of this 
great sum in actual currency and al- 
ready the State treasurer has re- 
ceived a portion of it. It will be 
loaned on Oklahoma farms at five per 
cent or less. 

With $5,000,000 actual cash to 
grease the wheels of business within 
the State and $60,000,000 from our 
cotton crop with which to pay our 
outside bills, there is real prosperity 
in Oklahoma. And there is good busi- 
ness to be had from Oklahoma farmers 
by those who seek their trade. Prac- 
tically all of this cotton will be sold 
within the next three months; the time 
when farmers make their heaviest pur- 
chases for next year’s operations. 

RANK D. Nortuup, 





Advertising Manager, Oklahoma Farm 
Journal, 
CLevELanD, O., Dec. 20, 1907. 


Editor of Printers’ INK: 

Replying to your inquiry, would say 
that the shutting down of a large num- 
ber of the big manufacturing estab- 


-not of business, 
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lishments altogether, and the redyction 
in the working forces of many others, 
has of course thrown a large number 
of their employees out of work for a 
few months, and will consequently re- 
duce their buying capital to some ex- 
tent. This action will also reduce the 
earnings of the companies, and cut 
down the dividends of the stockholders 
to some extent, which may affect the 


buying power of them as well. City 
people, therefore, will probably not 
spend as much money in_ 1908, in 


patronizing advertisers, as in the past 
year or two, but we do not believe 
that it will seriously affect the business 
of any advertiser. On the other hand, 
farmers have had no panic, or shut 
down, and while some of their crops 
did not yield as much this year as last, 
they received higher prices for their 
products, and therefore have more 
money to spend for 1968 than they 
had for 1907. Their increased pur- 
chasing power will therefore tend to 
offset the decrease in the city, and 
we can see no reason why advertisers 
should not advertise as exiensively, if 
not more so, than they did in 1907. 

We believe that the financial strin- 
gency is already a thing of the past, 
and that business will start off with a 
boom after the holiday season. 

Trusting that this is the informa- 
tion you desire, we are, 

Yours sincerely, 

THE LAwreENCE PUBLISHING Co., 

Publishers of the Ohio Farmer, Cleve- 


land, Ohio, and the Michigan 
Farmer, Detroit Mich. 
Detroit, Mich., Dec. 19, 1907. 
Editor of Printers’ INK: 
If the following will answer for 
information regarding local conditions 


you may use same if you care to in 
your special edition called ‘The Pros- 
perity Number.” 

I believe the present financial strin- 
gency is wholly a matter of finance, 
i Business conditions 
are good and crops are good. While 
the financial situation has had a tem- 
porary depressing effect upon the 
market for staples, this will prevent 
the accumulation of a surplus at mar- 
ket centers and be the means of sus- 
taining the market later on when there 
is every prospect that currency will be 
available for the movement of crops, 
as rapidly as transportation facilities 
can be furnished for that purpose and 
that this gradual marketing will be of 
benefit, rather than a detriment to the 
producer when the season’s results are 
considered as a whole. 

Likewise business will not be affect- 
ed in agricultural districts to any ap- 
preciable degree and may be even 
larger in the aggregate owing to this 
temporary stringency, because of the 
fact that farmers will consider it bet- 
ter business policy to invest the money 
secured from the sale of their crops 


in supplying prospective as well as 
present needs rather than to hold the 
money or place it on deposit after 
their recent exerience. 


am sincere in my belief that the 
purchasing power of the farmer is not 


(Continued on page 42.) 
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The circulation of Woman's Home Companion has 
shown a large increase every single month dur- 
ing 1907. The largest increases have been in the 
last three months, Pessimists please take note. 

The percentage of increase in advertising in 1907 
over 1906 was larger than that of any other magazine, 
but notwithstanding, we have already sold more full 
pages for 1908 than we had during 1907. 

Ask ‘‘the women folks” which paper they like 
the best, and consult advertisers who are using space 
in Woman’s Home Companion, and you will cor- 
rectly conclude that Woman’s Home Companion at 
$3.00 per line is the best medium to use to bring about 
a like prosperous condition in your owz business. 


Manager of Advertising, 


JoserH A. Forp, Western Manager, 11 E. 24th St., New York. 


} Tribune Building, Chicago. 
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in the least impaired, not only in our 
own territory, but throughout the 
country at large. 
Yours truly, 

E. H. Hovucurton, 


Manager *+he Michigan Farmer. 


Des Mornes, Iowa, Dec. 21, ’o7. 
Editor of Printers’ INK: 
“Ts there 


Answering your question, 
any good reason for advertisers to 
reef sails at this season because ot 
breakers ahead in 1908?” I must, of 


course, answer from the agricultural 
standpoint. If the advertiser has goods 
to sell that western farmers want, it 
will pay him to use the better class 
of agricultural papers. The wants of 
the farmer have not materially de- 
creased, neither has his ability to sup- 
ply them to any considerable extent 
as yet. As a matter of fact the av- 
erage western farmer up to the pres- 


ent time has not looked upon the 
financial flurry as a matter which is 
seriously affecting him. He has suf- 


fered some in the price of live stock, 


but the prices of grains are higher 
than ever. Farmers out in this coun- 
try have had some good years. They 


have paid off their mortgages largely, 
and mostly have money in the bank. 
In 1893 western farmers suffered; but 
if it had not been for the fact that 
many of our western banks were 
forced to go onto a clearing house 
basis by the banks of New York and 
Chicago, we really would not have paid 
much attention to the present financial 
flurry. 

Our farmers have not been  specu- 
lating and they are in better financial 
condition than ever before. They 
will continue to buy freely what they 
need to make their homes more com- 
fortable and. what will enable them to 
do their farm work better and more 
economically. There is no good rea- 
sor why advertisers of goods for ag- 
ricultural consumption should hesitate 
any more than any govd business man 


should when financial} conditions are 
somewhat unsettled. There can be no 
long-continued depression so long as 
the farm is prosperous. 
Very truly, 
Henry WALLACE, 
Editor Wallaces’ Farmer. 





LoursvitteE, Ky., Dec. 21, 1907. 
Editor of Printers’ INK: 

At this writing, when the whole 
country is disturbed more or less in 
matters of finance, one cannot help but 
admire the South and the wonderful 
exposition of her resources. There is 
doubtless no other section of the coun- 
try in which is manifest so great a 
determination to maintain public credit 
and public confidence. 

The late report of Secretary of Ag- 
riculture, Jas. W. Wilson, proves con- 
clusively that the financial condition 
of the southern farmer is excellent 
and that when his money is released, 
with the approach of the restoration 
of confidence, the South wil] be found 
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in first rank with other 
sections. 

The cotton crop of 1907 is valued at 
$650,000,000 and will be marketed at 
a fine price. Other southern crops 
such as corn, alfalfa and wheat are 
all in excess of the average. This 
report applies also to the dairy and 
poultry interests. 

In brief, we believe the first of the 
year will see improved conditions in 
finance the country over and the South 
in our opinion will be the first section 
to liberate and circulate freely its 
enormous wealth. 

Very truly yours, 
“Home & Farm,” 
—_ +e 
SECURED ATTENTION. 
_ There was a mayoralty campaign on 
in Decatur, Ill., and a shoe dealer took 


prosperous 


occasion of the excitement to call 
strong attention to himself and_ his 
business by taking on some _ peculiar 


ads, which occupied a half-page space 
each, and had the effect of having 
been written with a black crayon or a 


marking brush. One of them read 
like this: “Run me for mayor? Not 
yet. I’ve trouble enough the way it is. 


Vote for me as the best shoe man.”— 
Folrath. Another read like this: “The 
small profit I make on my, shoes does 
not warrant going into politics. About 
1930 I’ll have enough, then I'll run.” 
—Folrath, And the third read thus: 
“Tf the people who wanted me to run 


for mayor will come in and buy a 
pair of shoes, I'll be glad.”—Folrath, 
—Boot and Shoe Recorder, 

ee ae 








Are You Afraid of Bears? 





Now 18 the time to act—lo grve your busy 
ence Now 


Qewetide 





ible We sil be lad ‘o 
send you a copy. express charges prepaad 
HAMPTON ADVERTISING COMPANY 

4,5, 7 West 224 Street, New York City 














TEN INCH, THREE COLUMN COPY WHICH 
THE HAMPTON ADVERTISING COMPANY 
HAS BEEN RUNNING IN NEWSPAPERS 
TO SHOW THE LOGIC OF ADVERTISING 
IN TIMES OF BUSINESS DEPRESSION, 
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PORTER 














PREMIUM 
SERVICE 











HE most perfect, practical, and only service of its kind 
in the country. 


It is adaptable to any line of business, manufac- 
turing, wholesale, retail, publishing, etc., and will 
positively and surely increase sales. 
It is they culmination of eleven years of experience and the 
expenditure of hundreds of thousands of dollars in bringing it to 
its present perfect completeness. 


We furnish you with a catalog of your own, which illustrates 
over one thousand premiums, at the actual cost of printing. 


We carry and ship all premiums, thereby saving you all the 
expense of an individual premium department. 


In short, we will handle your premium department and build 
up your business tosuch proportions that it will surprise you, and 
the cost will be mere nothing in comparison to your success, 


We are at present supplying the Porter Service to over one 
thousand representative business houses and manu:acturers, who 
are more than pleased with the results, 


We wish to distinctly emphasize that we do not deal in 
trading stamps or any similar devices. 


$300,000 in net resources guarantees the fulfillment of the 
Porter Service. Write to Bradstreet’s Commercial Agency or the 
Irving National Exchange Bank, New York, in reference to-our 
reliability. 

There isn’t a doubt in the mind of a business man to-day 
that the giving of premiums influences sales. The buying public 
look for and want them, and will give preference to the merchant 
or manufacturer who offers them as a means of increasing the 
sale of his goods. 


If you are interested, and wish a positive means of increasing 
your trade, write for catalog and plan. 





John Newton Porter Co, 














JOHN NEWTON PorTER, PREs. 
253 Broadway, New York City 
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THE ROLL OF 
HONOR 


is a department among the advertising 
pages of Printers’ Inx in which every 
paper is entitled to appear which has 
submitted a detailed statement to 
Rowell’s American Newspaper Direc- 
tory of the number of complete and 
perfect copies issued for the period of 
an entire year preceding the date of 
such statement. No paper which has 
not submitted such a statement, cover- 
ing the period of one entire year, can 
secure a place upon the Roll of Honor 
for either Love or Money. 


PRINTER’S INK is the ove journal that can give such a department the 
integrity which makes it valuable to advertisers and the publicity which will 
produce results for publishers appearing therein. A rating in the Roll of 
Honor practically fixes the circulation of a paper beyond dispute. The 
establishment of such a method, capable of being kept all the time up-to-date, 
marks an era almost as important in scientific advertising as was the estab- 
lishment, in 1869, of Rowell’s American Newspaper Directory. The Roll of 
Honor is the only organized weekly service in existence anywhere through 
which the honest and progressive publisher, entitled to membership, can 
bring before the advertisers of the United States his increase of circulation 
for a week, a month or a quarter just past. It is a satisfactory guarantee of 
the publisher’s truthfulness and good faith. In reports of this kind every 
prominent advertiser is vitally interested. The Roll of Honor is a unique 
and choice service for choice mediums. It is the only authoritative source 
of such information to be had at any price, and the expense of it is merely 
nominal. 

Roll of Honor advertising costs 20 cents a line, or $20.80 for a two-line 
advertisement for one year. Ifcash in advance for one year accompanies 
this order, a discount of 10 per cent may be deducted, 

For further information, if desired, address, 


Tue Printers’ Ink Pustuisurinc Co., 
; No. 10 Spruce St., New York, 
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OMMERCIAL 


ART CRITICISM 


By GEORGE ETHRIDGE, 41 Union Square, N. Y. 


Readers of Printers’ Ink will Receive Free of Charge 
Criticism of Commercial Art Matter Sent to Mr. Ethridge 





The hair-pin is an article of 
such importance and of so many 
and various fields of usefulness, 
that it deserves more respectful 
treatment than it receives in the 
advertisement marked No. 1. 

As an article used solely by 











women, its advertising naturally 
demands those qualities and at- 
tributes which appeal to women, 
and it would seem impossible to 
get farther away from the de- 
sired standard than the particular 
advertisement reproduced, 

The illustration marked No. 2 

















NO. 2 





possesses several features of use- 
fulness in this particular kind of 
advertising, which are obviously 
not to be found in the original 
advertisement, 


This advertisement of the 
Foster Engineering Company 
shows good intent on the part of 
the advertiser and the composi- 
tor who set it up; in fact, if the 
top of it were cut off, it might 
be called a good advertisement, as 
the illustrations showing the de- 
vices advertised showed up fairly 
well in the original. 

The heading. however, is 
simply impossible, and comes 
very near ruining the entire ad- 
vertisement. Sections of ma- 
chinery and lettering are all right 








The Foster Class “Ww” 
Pressure Regulator 


has neivher weights, levers, nor pistons, is ve 

sensitive, may be adjusted for pressure desi 

and once adjusted, will maistain a constent 

uniform delivery of variation in 
iler pressure, 


The Foster Relief or 
Free Exhaust Valve 
‘otects « compound ine fi th 
pas.cnen Me failure of F eyred neak mad tos 
of vacuum during the absence of the engineer. 
Noiseless, reliable and without pts liable 
to obstruction from scale or impurities. 





We will send our catalog upon request. 


a 


THE FOSTER ENGINEERING CO. 
NEWARK, N. J. 





Room 303, 40 Dearborn Street 403 Marrison Buildiag 
Chicago, Philadelphia, Ps. 
considered separately, but they 
don't mix well, ; 
x * * 


Making a motor-boat of any 
boat in five minutes seems like 
an excellent idea, but the illustra- 
tion used in this advertisement of 
the Waterman Marine Motor 
Company does not help much 


— towards showing how it is done. 


The space is, of course, limited, 
and for this reason it is bad 
judgment to use a little section 
of a half-tone cut, evidently made 
from a photograph. Such a pic- 
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ture might be useful in a large 
space, but if it is mecessary to 
confine the advertisement to two 
inches, the plain, simple line 


Make a Motor Boat of any 
Boat in 5 Minutes 


Here's a little 2h. p. marine mojor 
(40 lbs, peste that you can 
attach to the stern post of your boat 








iles per hour 
aye hours on one gallon gasoline). 
detached from 
quickly and stored in box in which it 
ts is cared. Simplest motor made— 
ai does not get out of order. 
Write for catalog with full description and price. 


WATERMAN MARINE MOTOR CO. 


1517 Fort Street West, Detroit, Mich. 





drawing, with the least possible 
detail in it, would be the only 
picture of any use at all. 

* * * 

The Doctor Hess & Clark 
Poultry Pan-a-ce-a advertisement 
here reproduced is, perhaps, not 
particularly artistic, but it is 
strong and striking and very good 
in many respects. 

The illustration, in combination 
with the headline, tells the story, 
and the copy is good. 

It is easy to understand that 








is the one which concributes 150 eggs or mwe in a year, toware 


eine Ee aees foe The sure way to hive such hens, eggs 
and a lot of ready cash, is to give a Lede of 


DR. HESS 
Mowe PAN- A- GE- A 





OR. HESS & CLARK, Ashiond, Ghie. 
Ammtmet Lem MMs Mths Cree 








advertising of this nature is apt 
to be far more productive than 
more pretentious and labored ef. 
forts. $ x * 

Here is another advertisement 
that is nearly, if not qyite, spoiled 
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by an illustration which puzzles 
the eye. The U M C trademark 
and the cartridge would have 
been more effective, together with 
the text, than, the entire adver- 
tisement now is. 

The animal in the foreground 
chewing the strange bird, beast 
or fur rug, certainly does not 


22 0D 


[tl pay you to be particular or aad Be} get 

U. M. C. cartridges. Ask for the rim- 
fire U kind and your shots will be sure, 
strong and uniform. Practice on our 
U. M. C. targets sent free if you will write 
for them. Then kill all the crows, weasels 
and other pests around the farm. 


White for descriptive folder, 


‘TEE UNION METALLIC CAC: aml COMPART 
Betdgevert, Cone. ° 













‘Ms Bradway, 
Dow Yorn uy. 

















add to the attractiveness or 
strength of this advertisement. 
Even the most prominent 
American advertisers quite fre- 
quently overlook or underesti- 
mate the value of simpliciiy. 
MEE ERE 
CHANCE ne 


FOR SHOE 
TO ADVERTIS 

A part of the business er the retail 
shoe dealer is in danger of being 
transferred to the clothing dealer if 
things go on in the way in whieh they 


have _ started. Many shoe _ dealers 
manage to sell a great many pairs of 
gaiters during the spring and fall, and 


the wearing of these gaiters is getting 
more and more popular with careful 
dressers who prefer to wear oxfords 
for a longer period than the regulation 
summer season, The introduction by a 
Chicago clothing firm last year of spats 
to match the fancy summer vests has 
enabled clothing dealers to start a new 
style which has “caught on” in some 
of the college towns. Now one or 
two of the leading clothing manufac- 
turers are making what they call four- 
piece suits, that is coat, waistcoat, 
trousers and gaiters, all made of the 
same cloth. This will enable the care- 
ful dresser to match his trousers to 
his spats, and vice-versa. And it is 
believed that the clothing dealer will 
thus be enabled to sell many pairs of 
spats. These new gaiters are made 
without the leather strap, a cloth strap 
of the same material as the rest of 
the gaiter being substituted, and it is 
claimed that this cloth strap will wear 


almost as long and be more pliable 
than the old style one of leather, It 
is well for the shoe dealer to know 
that the clothing man is going to put 
in this article of shoe findings, and to 
govern himself accordingly.—Boot and 


Shoe Recorder. 
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The Authen- Rowell’s 
irene American 


Newspaper 


wu reat. Newspaper 


ical Statistics 


Directory | 











HE 1907 Edition enumerates 22,898 

separate publications, giving frequency 

of issue, politics or general character, 
form, size, annual subscription price, year of 
establishment, the editor’s and publisher's 
names, and copies printed. 

The names of towns in which papers 
are published are followed by population, 
location in State, prominent industries, etc. 

"In addition to the catalogue of publica- 
tions by States, separate lists show papers 
printing a Sunday issue, papers printing in 
excess of 1,000 copies each ec:tion, and 
trade and class publications, carefully 


classified. 








’ The Yrecke contains 
THE PRINTERS’ INK —7x2ictorvconin 


substantially beund in 

PUBLISHING Co. cloth and gold. Price, 

$10. Transporta- 
10 Spruce Street New York City tion charges prepaid 


























48 


E PLURIBUS UNUM. 
Huntincton, W. Va., Dec. 23, 

Editor of Printers’ INK: 
Enclosed find check for renewal of 
my subscription to the Little School- 
master. Couldn’t get along without it. 
Yours uy e 


"07. 


ADAMS, 








Advertisements. 


Alvertisements in * Printers’ Ink” cost twenty 
cents a line or forty dollars a pave (299 lines) 
Sor each insertion, $10.40 a line per year. Five 
per cent discount may be deducted if payment 
accompanies copy and order for insertion 
and ten per cent on yearly coutract paid 
wholiy in advance. Ifa specified position te 
demanded foran advertisement, and granted, 
double price will be charged, 


e WANTS, 


A wanted to sell ad novelties;2¢ com. 
3 samples, 10c. J.C. KENYON, Owego, N.Y. 


pears with well-equipped plant wants 
monthly publication to print. CHAS. M. 
GWILLIAM, Paulsboro, N. J. 


\ 7 OULD like Pacific Coast Selling A 
Standard Easter ouse. A 
PANY, 1380 Broadway, (akland, Cal. 


LLUSTRATED FARM SERVICE for dailies 
ge mats or any way to suit. ASSOCIATED 
FARM PRESS. 112 Dearborn St., Chicago. 
par circulation of the New York World, 
morning edition, exceeds that of any other 
mcrning newspaper in America by more than 
100.000 copies per day. 


Ge DVERTISERS’ MAGAZINE” should be 

é read by every advertiser and Mail-()rder 
dealer. Best “Ad School” in existence Trial 
subscription, 10c. Sample copy free. Al)VER- 
TISEKs’ MAGAZINE, 815 Grand, Kansas City, Mo. 


ver Oa young man (30), em- 
ployed in Sou: hwest, desires position Feb. 
Ist, agency, newspaper. asst. ad manager mcnu- 
facturer. ad-schvol gentente. One soe practi- 
cal experience. Spanish cc ravel 
Mexico and Cuka. Reference “B, E.C.,” P. 1. 


posrsoms NOW OPEN—For supt. of ping. f 
40 hands, Vhila.; news foreman, waeen. 3 








=e! for 
COM- 





$23-25; Hoe web pressman, vr pom . $23; 
ad-compositors, union, Mass. and (t., $21; : fore- 
man bookbinder, N. J.; city editors, Ct. and O, 

$18; city ed., O., $20; tel. ea.. Ct., $18; advg. 
a, is aF —_ a. oe 25; rters and 
linoty Y free ERNALI'S 
= PAPER MEN'S 8 EXCHANGE, Springfield, 

Ass. 


Y YOUNG MEN AND WOMEN 

of ability who seek pusitio.s as adwriters 
pud ad managers should use the ciassified col- 
umns of PRINTERS’ INK, the businese ar for 
advertisers, pu>lished *weekly at 10 Spruce 81., 
New York. Sue th savertizements wll be inserted 
ar 20 cents per line. six wordsto the line. PRINT- 
rns’ INK ts the best school for advertisers, and it 
reaches every week More employing acvertixers 
than any other publication in the Onited Srater, 


DVERTISEMENT seprecmetatives wanted in 
New York, Chicago, Philadelphia, Buston, 
littsourg, Detroit. Cleveland, San F/ancisco, 
( ineinnuti and St. Louis for a Canadian concern 
about to go deeply into the trade journal publish- 
ing business. Part time only. G commission, to 
be deducted from monthly collections by repre- 
sentatives. Good journals, exclusive poe 
= eng orders and pee already ree 
here, state full particulars to iiitaM 
He NDERSON, 121 Church $t., Toronto, Canada. 


A? FRTISING Manager oper. for neshvenete 
position. Six years’ experience as writer 
of many lines. “Excellent record as advertising 
manager of newspapers and trade journals. 
Refined. temperance. ambitious,energetic. Let- 
fre of reference from successful Publishers. 

gaged at present with prosperous Advertising 
on paitishing Trade paper. If you need a 
man of avility as writer or solicitor, write for 
details, addressing “ Cc. care Miller 
Advertising Agency, Board Trade Building, 
Scranton, Pa. 


Dy 
’ 
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T= LVE OFFICES covering entire newspaper 

azine field. Ope wn in ai} 8 
of the oe Advertisin Publishing, ex, 
Office and Techni ical, te for information, 
HAPGUODS, 305 Bri Bais New York, or 1010 
Hartford Building, Chicago. 


ANTED—Clerks und others with common 
school educations only, who wish to qual- 

ity for ready positions at a@ week and over, to 
write for free copy of my new prospectus anc 
endorsements from leading concerns every- 
where. One vraduate fills $8,000 place, another 
$5,000, and any number earn $1,500, The best 


* clothing adwriter in New York owes bis suc: 


cess within a few months to my teachings. De- 


mana exceeds apes. 
GEORGE H. POWELL Advertising and Rost 


ness Expert. 471 Metropolitan Annex. New York, 


Advertising Solicitors | 
Trade Journals 


are requested to ¢ icate with the 
undersigned. I will submit a plan how 
solicitors can increase their income ma- 
terially without interfering with their 
present duties, All communications will 
be treated strictly confidential. 

JOHN M. MUENCHENBERG, 
Special Representative of European 
Trade Journals, 

1161 Broadway, New York City. 
Tel. 567 Madison Square. 

















er 
PRINTING, 


UR choice of printing conmumers kee 
continually busy. On receipt of your oy A 
we can easily demonstrate fad oy or not your 
choice and ours is identical. Perhaps it way 
lead to Bptwalty promtane business? 
knows! Why not write BO E BOULTON 
PRESS, Drawer 94, Cuba, N 


Bed as 5: 1h 
ADVERTISING AGENCIES. 
A. O'GORMAN AGENCY, 1 Madison Ave., 


e N.Y. Medical Journal advg. exclusively: 
IRELAND AvLVEKTISING AGENCY 


‘ABE 
; 1029 Tribune pa New York, 
925 ¢ Street, 
AM ene FRANK & CU.,, 25 broad Street. N.Y. 
deneral Advertinias Agenta. Kstablished 
Cnicago. Boston. Philadelphia. Advertis- 
oor all reds placed in every part of the world. 


ABUT ACTON ES yt BUREAU, 














237 Bi way SoRPiah Ou). te, York, Ads 
in ie TRADE JOURNA our specialty. 
Benj. R. Western, Propr. pra? 1877. Booki 
ADVERTISING G NOVELTIES. 
VERY conentenite kind, | all manufec- 
4% turers. E. W. RENCH CO Keekman St. 
opposite Postoffice, er York 
aencifiegpicecnncilciinnds 
PAPER 
BASSETT & SUTPHIN, 


B 62 uitasette St.. New York City. 
Coated panersa pee Diamond % Perfect, 
Write for hign-grade catalorues, 


—_—__++____ — 
RARE OPPORTUNITY. 


OR SALF—An old and well-established 
monthly class journal paying 30% net on 
0,000 annually, at which figure it may be 
bought. Pont write unless you can command 
the required amount. Preposition high class 
and gilt edge. 
“ E. B, 521,” cure Printers’ Ink. 
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ADDRESSES. 


AgLING LISTS of residents of Alien County. 
Kansas, com “4 by eam Clerk. K.r. 
CULBEKTSON, Iola, Kansas. 
1st os 6am Se aeneet = price $5, or $2 
rt 
si FRED DERICK C. KBERHARD 
522.9 Stephen Girard Building, Puiladeiphia, Pa. 


—_+o——— 
HALF-TONES., 


wre for samples aud prices. STANDARD 
ENGRAVING CU.. 560 7th Ave.. New York, 


N EWSPAPER HALF-TONES. 

2x3, 75c.; 3x4. $1; 4x5. $1.60. 

Delivered —- om accompanies the order. 
Sena for samp: 

KNOXVILLE ENGRAVING C 0., Knoxville, Tenn. 


are or line productions. 10 square 

inches or smaller, detivered prepaid, 75 

6 or more. . each, Casa with order. Ail 
Service day and night. 


hewspaper screens. 
Write for circulars. keferences furnisbea, 


News process-engraver. . U. Box 816, 
Philadelphia. Fa. , 
a ee 
ADVERTISING MEDIA, 


TI.HE 1905 issue of the American Newspaper 
Directory shows that the average issue 











of the Troy (O.) RECORD in 1904 was 1,150. Aver- 
age in 1903, 1,138. 
The Prosperous Ones 


AMONG 


Oklahoma’s 200,000 Farmers 


are rounded-up in the 


Oklahoma 
Farm Journal’s 


paid-in-advance subscription list, 
which is larger than that of any 
other paper in the State. 


Farm Journal Co., Oklahoma City 


W. C. RicHaRDsoNn, Temple Court, New York 
ALLEN & Warp, Chicago 
J. A. Davipson, Kansas City 











Sateen ok 
MAILING MACHINES, 
HE DICK M ATOHLESS MAILER, Mehten and 
juickest. 


qui mo en F. J. V. NTINK, 
Mfr., 178 Vermont f St.. Buffalo. N. ¥. 


WRITERS AND ILLUSTRATORS. 


Mi cover of up-to-cate stops cea and pictures 
query ry tone’ Sia assified for aie 


'H-LIGH 
BRARY. S41 weow New York. 
BOOKLETS, 


We have a booklet for Banks 
that should interest every 
Bank President and Cashier. 
TA iy ee , $25; 1.500, $30; age, $35; 


FORMATION 





He ty $40; 5,000 Free sample to Banks only. 
rinters? lak Press, 45 Rose Street, New York. 
fe taocaen) ably eed arnecbioraed 
COIN MAILER, 


$2.% R 1,000. For 6 coins $3. Any printing. 
7 OME GOIN OABRIERCO., Burlington, la. 
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Over the Top 





Hereisa guide card for the 
filing cabinet withacelluloid 
tip made in one piece and 
folding over the top of the 
tab. This protects it where 
the wear comes and prevents 
curling and breaking. 


Standard 
Index Card Co. 


will be glad to send samples 
in case your dealer does not 
have them. Orders can be 
filled for all card sizes with 
tips colored or transparent, 
plain or printed as desired. 
Address 


701-709 Arch Street, Philadelphia, Pa. 











PREMIUMS. 


ly HOUSANDS of sugge-tive premiums suitable 

ublishers and otners trom the foremost 

nd wholesaie dealers in jewel ang 

kinared wr “ age list price illustrated 

ireatest book of its kind. 
Pouce annually. 36th issue now ready ; free 

8. F. MYEKS CO.., 47w. and 49 Maiden Lane, N. v: 


PATENTS, 


peeePATENTS that PROTECT 
Our 8 books for Inventors mailed on receipt 
of 6 cts. stamps. 8. & A.B. LACEY, 
Washington. D.C. Eatab. 1869. 











> 


ADVERTISING. 


Druggists ! 


For $7 I will send you a special 
letter of advice regarding how you 
should advertise, best papers to use, 
rates you should pay, and five original 
ads—and answer your questions. 
Money with order. Money back if 
not satisfied. JOHN Z. ROGERS, 
903 Tribune Bldg., New York City. 
Established 1891. 





THE MAN WHO WILL 
IS THE MAN WHO CAN : 


send $1 for Davids’ Practical Letterer, complete in- 
structions in Commercial Lettering with brush or 

ractical hints on photo-engraving and designing ; 
do good show card work. This book contains 
much information of great value to advertisers. 


THADDEUS DAVIDS CO., 127 William St., New York, Estastisugp 1825. 
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INDEX CARDS. 


] NDEX canpe for all Cabir SITE Get our prices 
and samples THE BLAIR PRINTING CO 
912 Kim Street. “Cincinnati, Ohio, 


_ 


BOOKS. 


THE NEWSPAPER WORKER. 


Png ating: a cear ~ stam Ly nas morte word 
Distinctions, Descriptive and Story Writing. 
Outlines free. PRESS GUILD, GUILD, Box 136, N. Y. City. 


Forty Years an n Advertising Agent 


BY GEORGE P. KOWELL. 

The first authentic history and exhaustive nar- 
rative of the development and evolution of 
American advertising as a real business force 
the remainder of the edition (published Jast 
year)is now offered for sale, About 600 pages. 
5x8, set in ime br a, with many half-tone 
porcresee ‘lot d golo. Price $2, prepaid. 

HE PRINTERS’ INK PUBLISHING CO., 10 
Spruce St., New York. 





BUSINESS OPPORTUNITIES. 





CQ of my active buyers desires a run-down 

newspaper property, or an interest in one, 
daily or weekly. Oklahoma locations preferred. 
One tible of develop t and preferably 
in a growing field. Available for a cash payment 
of $2,000; balance, if worth more, deferred. 

Proposition No. 363. 
C. M. PALMER, 
Newspaper Broker, 


277 Broadway, New York, 
rr. os 


PUBLISHING = OPPORTUNI- 
IES. 


Well, here’s a new year 
With its opportunities. 

Mr. SOLICITOR, are you going 
To buy a periodical for 
Yourself this year? 

Mr. PUBLISHER, are you going 
To add another paper and 
Increase your organization 
To the institution basis? 
This office is the publishers’ 
Clearing house—when will 
You use it ? 

Here is where noiseless 
Negotiations are conducted. 
Would it not be worth while 
To get acquainted soon? 


EMERSON P. HARRIS, 


Broker In Publishing Property, 
253 BROADWAY NEW YORK. 





SUPPLIES. 


Paste for shipping labels, mailing wrappers, 
— linings, cigar box labels and all other 
pur Bernard’s Cold Water Paste is posi 
tively Dest. Virginia-Carolina Chemical Co. use 
it eacla sively in 16 factories. Sample free. 
BERNARD'S) PASTE DEPARTMENT, Rector 
Building, Chicago, 
a 


COIN CARDS, 


3% Less for more;any potnsing. 
s THE GOIN WRAPPER Cv,,. Detroit, Mich 





MOTORS. 


SOMETHING NEW. 


Variable Speed Alternating 
Current Motors 


for Printing Presses, 300 to 3,000 impressions per 
hour; reversible atany speed. Sizes, 4 to 5 horse- 
power. Write GUAKANTEE KLECTRIC CO., 
Adams Street, Chicago. 
—_ +o —- 
AD WRITERS, 
DVERIVISERS AND MERCHANTS—We are 
specialists in ad service of all kinus, anu 
can prepare your ads, letters, booklets, pamph 
lets and circular matter at moderate prices. Send 
data and let us submit a sample. AD SERVICE 
CO., 167 South Cana/ Street, Chicago. 
ee 
FOR SALE, 
OR SALE CHEAP—Second- nang Addressing 
Machine, using linot ; in_ perfect 
condition. es JUDGE & DOLPA DRUG 
CO., St. Lo 
3, 00 cane Grant Co., Oklahoma Farm- 
ers, for $10. Will guarantee 90¢ of 
first-class mail matter will be dellivered. Refer- 
ence Farmers’ State Bank. 
ddress D. E. McNEFF, Jefferson, Okla 


Growing 
Fast 


‘‘The commercial 
South is moving 
ahead rapidly, and 
we are keeping up 
with it. Advertisers 
are obtaining good 
results in this sec- 
tion.” 





























Armistead & McMichael 


(Incorporated) 
General ‘Advertising Agents 
Atlanta, Ga. Louisville, Ky. 
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READY-MADE ADVERTISEMENTS. 


Readers of PRINTERS’ LNK are invited to send model advertisements, ideas for window 
cards orcirculars, und any other suggestions for bettering this department, 








Tue “GAZETTE,” 
York, Pa. 
Editor Ready Made Department; 

‘Your comments on tke advertise- 
ments we sent you duly noted in 
PrinTERS’ INK of this week’s issue. 
We thank you very much for your 
criticisms and the space you gave us. 

We beg to enclose you clipping from 
the Gazette of December 4th, which 
shows that one of the ads in question 
—Ziegler Rubber Goods—certainly done 
the work without naming prices. 

A great majority of the merchants 
of this city are rapidly dropping prices 
because of the fact that, in the minds 
of a great many of the people, prices 
have no significance whatever, as the 
prices in advertisements of Bargain 
Sales, Cut Rate Sales and many other 
sales are quite different from _ the 
prices the customer meets with when 
he comes to make his purchases, There- 
fore, the matter of price is always dis- 
counted by the reading public. 

Again p you, we are, 

Yours truly, 
H. N. Gitt anp C. A. GEESEy, 
Receivers of the Gazette Co. 





With all due respect to the 
opinions of York advertisers and 
the publishers of the Gazette, I 
think the above argument against 
printing prices is weak, in spots 
at least. Mr, Ziegler’s letter to 
the Gazette, which states that the 
cost of his last half page ad in 
that paper (without prices) has 
already been returned through 
traceable sales, falls far short of 
proving that the same ad with 
prices would not have produced 
more business. And if prices are 
to be dropped because some ad- 
vertisers use them only to de- 
ceive, why not drop advertising 
altogether for the same reason. 
It is quite true that to many peo- 
ple prices have little or no signi- 
ficance, but it is equally true that 
the great majority judge largely 
of quality by price alone, and 
that, in any large city, a good 
share of the buying is practically 
decided before the store is reach- 
ed, simply because prices are 





given and the buyer thereby de- 
termines before leaving home 
how far her purse can be made 
to meet her demands and what 
she will buy on that day. The 
merchant who is fool enough to 
fool her on prices will in all 
probability have to fool some- 
body else the next time, and his 
stay will generally be determined 
by that rate at which they are 
born in his town, for only a fool 
will be fooled twice in the same 
place and manner. If “the mat- 
ter of price is always discounted 
by the reading public,” the mer- 
chants of New York and other 
large towns where these things 
are figured out rather carefully 
are sadly in need of new adver- 
tising men. All of which is not 
to say that prices should always 
be printed in retail advertising, 
but much more frequently than 
they are, 





From the New York Times. 





Scientific Lending. 

We lend our own money 
on the advice of a Com- 
mittee expert in real estate 
values. The resulting mort- 
gages are the best in tne 
world. The benefit of this 
investment machinery _ is 
yours—free of cost. The 
borrower  has_ paid the 
charges. You can buy these 
mortgages from us as invest- 
ments, suiting yourself as 
to locality and amount. The 
interest now averages five 
per cent. You can, if you 
wish, have mortgages with 
payment guaranteed by the 
Bond and Mortgage Guar- 
antee Company. Call to see 
us or write 


TITLE GUARANTEE AND 
TRUST CO., 
Capital and Surplus: 
$12,000,000 
176 Broadway, New York. 
175 Remsen St., Brooklyn. 
250 Fulton St., Jamaica. 
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Savincs BANK AND TRUST 
CoMPANy, 

ToLevo, Ohio. 
Department: 
appreciate your 
advertise- 


Editor Ready Made 

Dear Str—I would 
criticism of the enclosed 
ments, Very respectfully, 


(Signed) E. H. Capy, Cashier. 





Savings Bank and Trust Com- 
pany advertising seems to have 
settled down to a repetition of 
the good arguments that have 
been so commonly and profitably 
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the sooner and the more rapidly 
will the money ‘pour in at the 
cashier’s window. Not long ago 
the Saturday Evening Post pub- 
lished a series of articles entitled 
“Saving by a Plan,” in which 
were presented in a most -inter- 
esting and inspiring way plans 
for saving as practiced success- 
fully by people in various walks 
of life. I believe that the printing 
of such plans, by a bank, one at 
a time and briefly, will bring in 
































employed for several years, prac- the man with the money, where 
tically the only variation being in constant admonitions to save for 
the manner of their presentation. a rainy day, or a home, or for 
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AND MILL CO. 


WHOLBSALE AND RETAIL DEAL! ERS IN 


egy Pine Lumber, Mill Wérk of All reigns nr 
ts, Doors and Sashes, G!ass, Weights and Cord. 


CAR LOTS OR LESS 


Prompt and efficient service, quick deliveries. Ring us up. 
99.) Write, wire or cali and let us figure with you. Qur prices will suit you. 


Corner Second and Grove Streets, OAKLAND 





(Phone Oakland 
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BUSINESS—CARD LANGUAGE—BILLBOARD EFFECT. FROM THE OAKLAND (CAL.) *‘TRIBUNE.’s 





These arguments are well ex- 
pressed in the ads submitted with 
the letter reprinted above; but, 
however well expressed, they 
must begin to lack the force they 


cence exerted. There are many 
things which nearly everybody 
admits that he should do, but 


which are done by comparatively 
few for the lack of a definite plan. 
Saving is one of these things, and 


I believe that the sooner bank 
advertising tells how to save 
money, presenting many plans 


suited to the financial conditions 
of its various possible patrons, 


investment will simply form in 
his mind a not very strong reso- 
lution to begin saving “pretty 
soon.” Here are some of the ads 
submitted, all of which were good 
but more or less conventional: 
PERSISTENCY 

is a quality which wins in every line 
of activity. If you use it in your 
savings plans they cannot fall to be 
successful. It can only be used when 
you have a definite scheme—opening a 





Savings Account and adding to it reg- 
ularly, Try it. 
Four per cent on Savings. 
THE OHIO SAVINGS BANK AND 
TRUST COMPANY, 


The Ohio Building, 


‘\ 
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GETTING STARTED. 
Generally the most difficult part of a 
savings plan is the beginning. After 
you actually open your account you 
easily fall into the habit of making 
regular deposits, and the growth of 
your total continually stimulates you 
to greater efforts and higher aims. 
Deposits made with us on or before 
Nov. sth draw interest from the rst. 
Open Saturday evenings from six to 
eight. 
Four per cent on Savings. 
THE OHIO SAVINGS BANK AND 
TRUST COMPANY, 
The Ohio Building. 


THE 1ST OF NOVEMBER 


is a better day to open a Savings Ac- 
count than the 2nd of November, and 
the 2nd of November better than the 
3rd—because it’s never wise to put off 
anything so important. Deposits made 
with us, however, on or before No- 
vember 5th draw interest from the 1st. 
Four per cent on Savings. 

THE OHIO SAVINGS BANK AND 

TRUST COMPANY, 

The Ohio Building. 


EVERY BUSINESS HOUSE 
should have a Surplus Fund and have 
it in Cash. Many concerns are_be- 
ginning to realize that the best method 
of accumulating such a fund is by 
having a Savings Account in the com- 
pany’s name which can be added to at 
any time in any amount. We can 
point out the numerous advantages of 
such a plan if you will let us. 

Four per cent on Savings. 

Two per cent on Checking Accounts. 
THE OHIO SAVINGS BANK AND 
TRUST COMPANY, 

The Ohio Building. 











How It's Done. From the Owens- 
boro (Ky.) Inquirer. 


Washing That Is 

y ° 
Washing. 

We use a washing process 
in our laundry that requires 
changes of water that range 
from cold to boiling hot 
through which your clothes 
are gently agitated in the 
water, thoroughly working 
the suds through them. The 
rinses carry off all the dirt 
and soap, the  bluing is 
evenly distributed and_ the 
result is thoroughly clean, 
sanitary work. 

You cannot get such re- 
sults elsewhere and we only 
charge 5c. a pound. Try 
us. 

FAMOUS STEAM LAUN- 
DRY, Incorporated, 
312 Frederica St., 

Owensboro, Ky. 
Telephone No. 1. 
Fr. Katterjohn & Co, 




















“Many People” Isn’t Much of a Head 
for a Good Ad Like This. ‘How 
Essex Coffee is Made” is Only One 
of Many Better Ones. From the 
Albany (N. Y.) Times-Union, 


Many People 

notice that although they 
cannot drink ordinary coffee 
without suffering for it, 
they can drink Essex coffee 
without the slightest after 
ill-effects. 

The reason is that the 
coffee at my place is per- 
colated Ro a of being 
boiled and is thus perfectly 
healthful and will not dis- 
agree with any one. 

The price is 5c. a cup. 

H. J. P. Hampton, 


THE ESSEX LUNCH, 
60 N. Pearl (Branch at 18 
S. Pearl), 

Albany, N. Y. 














It’s a Good Idea to Advertise Shoes 
for a Specific Service, as In This 
Ad from the Baltimore (Md.) News. 


Shoes for Roller 
Skating. 


_ We have three styles de- 
signed for roller and_ ice 
skating, or any other pur- 
pose requiring a_ sturdy 
winter boot. They are made 
of gun-metal calf, heavy vici 
‘kid and patent colt, thick 
welt soles, with mannish and 
military heels. 

The tops are cut so as 
to lace perfectly about the 
ankle and instep, affording 
the necessary support. re- 
quired in skating. 

Prices, $3, $3.50 and $4. 
HUTZLER BROS., 
Exclusive Baltimore Agents, 
Baltimore, Md. 




















Effective Use of Small Space, With a 
Whole Chapter in the Catch Line at 
the End. 


| Small Houses That 
Pay Over 10 Per Cent 


on the investment are 
scarce. A fortunate circum- 
stance brings us a few very 
desirable 2-story houses, 
rented to prompt tenants at 
$16 a month, 





Good, uptown section, 
where such houses are never 
idle. 


Liberal terms to help the 
owner realize quickly. 
WILLIAMS, COXE & CO., 

Founded 1850. 
8th Floor, Commonwealth 
Building, 
12th and Chestnut Sts,, 
Philadelphia, Pa. 
Old-Fashioned Conveyancing 
Modern Protection. 
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Eight of the sixteen pages 
making up the December 3 issue 
of the Owensboro (Ky.) J/n- 
quirer, were occupied by an an- 
nouncement of “Pierson’s seventh 
great semi-annual mill and fac- 
tory end sale.” Four of the 
eight pages were printed in red, 
and four in black, the whole 
making an impressive showing 
and representing enterprise of a 
sort rather uncommon in a city 
of only 25,000 inhabitants. The 
following reprinted matter pre- 
sents convincingly a good array 
of “reasons why”: 





3y presenting you with this, the 
greatest single advertisement ever 
printed by any house in the State of 
Kentucky, we feel that we are offering 
you the mightiest money-saving, money- 
making opportunity ever held out to 
you as a home provider. 

This great sale was not originated 
to make money, but to raise money 
Our purpose is to convert a vast sur- 
plus of desirable, seasonable merchan- 
dise into ready cash, to be used in ad- 
vance cash purchases of next season’s 
stocks, thus enabling us to maintain 
a low price average throughout the 
coming year. So you see you are not 
only benefited by these immediate low 
prices, but the money you spend here 
during this Great Mill and Factory 
End Sale goes to lessen the cost of all 
your store purchases for months and 
months to come. 

No investment you can make will 
yield so large a return; for remember, 
that notwithstanding the present tem- 
porary financial depression, prices of 
staple merchandise will advance rapid- 
ly and steadily. This fact alone will 
warrant your buying now and buying 
liberally. 

YOUR MONEY BACK IF YOU 

WANT IT. 





Just What It Will Amount To. From 
the Milwaukee (Wis.) Journal. 


. 
One Dollar a Week 


deposited in our Savings 
Department, together with 
the three per cent interest 
we allow, compounded semi- 
annually, will amount to 
$52.76 in one year, $107.09 
in two years, $163.06 in 
three years, $280.14 in five 
years, $605.23 in ten years. 

Open a_ savings account 
here and begin now to ac- 
cumulate so that you may be 
able to take advantage of 
opportunities in the future. 

A pocket or home savings 
bank free to each depositor. 


MERCHANTS’ AND MAN- 
UFACTURERS’ BANK, 
Milwaukee, Wis, 




















Houses. 
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A Brand of Talk That Ought to 
From the Washington 


C.) Star. 


Sell 
(D. 











| porch is covered, 


Almost Invariably 


when you think of a home 
you think of one with some 
of outdoors as well as in- 
doors—a covered porch and 
a yard—a side yard, as well 
as one front and back. And 
then windows, too, plenty of 
them, windows that look out 
on the yard and the porch. 
You may living in a 
house in a row, but the 
house you picture to your- 
self, the ideal home, has the 
yard and the windows—light 
and air and ground. 


SOMETHING LIKE THIS 
was in the minds of the 
architect and the builder 
when they planned and 
constructed this house, 
1654 PARK ROAD, 
MOUNT PLEASANT, 

a beautiful semi-detached 

dwelling of ten large rooms 

and three baths. Every room 
has direct light—there is 
ground side, front and rear 

—and a charming outlook on 

pretty lawns and handsome 

detached houses, The lot is 
wide and deep—room for 
stable. The house is lighted 
by gas and electricity and 
heated by hot water. The 

) and the 

width of the house. 

NO BETTER LOCATION 

can be found. On a beau- 

tiful square of a beautiful 
street, it lies between charm- 
ing 16th street, the coming 
boulevard of Washington, 
and Mount Pleasant avenue. 

The Connecticut avenue cars 

are just around the corner; 

the 14th street cars within 

a short distance. 

UNUSUAL CONDITIONS 

make it possible to offer this 

at a remarkably low figure 
for such a house—away be- 
low the original price. It 
is not only an ideal home, 
but an investment certain to 
enhance rapidly in value. It 
is new—never been occu- 
pied. 

OPEN TO-MORROW. 

_ See it and let it speak for 

itself. It will be worth your 

while. It is the sort of 
house that you have been 
looking for. 

MOORE & HILL, INC, 
1333 G St., N. W., 
Washington, D. C. 

Headquarters for Everything 

in Real Estate. 
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ADDRESS ALL COMMUNICATIONS TO THE COMPANY 
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Metvton Pianos. 


TRADE MARKS 
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Epiror PRINTERS’ INK, 
New York. 


Dear Sir: 

“Among the advertisers who 
have appeared in past issues, S. F. 
Myers Co,, jewelry manufacturers, 
deserve a prominent place, For 
fifteen years this company has adver- 
tised continuously in PRINTERS’ INK, 
One single order received more than 
paid for all past advertising, and a 
balance remains that will meet the 
charges for several years more,” 


You printed the above in ]ast week’s issue of PRINTERS’ INK, and 
however strange the assertion may seem, you are writing the truth. 

Some sixteen years ago I was induced to place a small display ad 
in your publication, and shortly afterwards a gentleman came into our 
store with a copy of PRINTERS’ INK in his hand, and—well, we closed 
a deal and sold him, in all, goods to the value of $22,000.00, 

He said the ad in PRINTERS’ INK had induced him to call upon 
us, and his name is M. II. De Young, of San Francisco, Cal. 

Since then our little ad, has appeared in every issue of PRINTERS’ 
INK, and it will stay there so long as I am the one to “say so.” 

Do not imagine that this is the only good result we have received 
from this source, as scarcely ever does a week pass that you are not 
mentioned in some communication that reaches us. 

Please do not print my picture as having been cured, or “before 
and after,” but accept this as a little tribute to your genuine excellence 
in producing good results for a class of business that would seem to be 
foreign to your line. 

Yours respectfully, 


° BIRKET CLARKE, 


In charge of advertising with S. F. Myers Co, for 32 years. 
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So thoroughly identified with the progress and welfare of 


Kansas City 


has THE STAR become, that its own business con- 
ditions are an extremely-sensitive indicator of the 
conditions generally prevailing in this big and 
busy town. It is, therefore, a fact of significance far 
beyond the importance of its own progression that 


THE STAR 


on Friday, December 21, contained thirty-five (35) 
columns more—five solid pages more—advertising 
than on the corresponding day one year ago. 








It is an axiom in newspaper publication that 


Good Advertising 
Means Good Business 


The disheartened merchant is not generous with 
printers’ ink. Good advertising means good busi- 
ness, 


Significant also is the fact that the net paid 
circulation of THE Star on Friday, December 21, 
was 9,{§5 more—9,{§§ more in the morning and 
9,165 more in the evening—than on the corre- 
sponding day last year. 


And, in smaller figures, but of no smaller sig- 
nificance, comparatively, is the fact that since the 
first day of the present month the circulation, 
in Kansas City, of Tue Star, has increased 259 
a day—}59 in the morning and 2§Q in the even- 
ing—and this without solicitation, special effort or 
extraordinary news. 


Kansas City is doing pretty well, thank you ! 


CIRCULATIO 
Morning Evening Sunda 2 -. Weekly 


140,000 140,000 {40,0 
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